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This is Our Record in 1942 


% Insurance in force gained $20,047,000. This brings the total to the all-time high of $731,069,000. 


New insurance paid for was $49,098,000, or 97°( of the 1941 amount. This was accomplished 


despite the fact that many of our representatives are now in the armed forces. 


Total premium income attained the record amount of $28,991,000, an increase of $1,065,000 
over 1941, 

The lapse rate was the lowest in history. The ratio of lapse and surrender was only 5° of 
the insurance in force at the beginning of the year. 

Particularly significant is the fact that the average production of all Phoenix Mutual representa- 


tives (on a paid premium basis) increased 27.2% over 1941. 





Another outstanding year has been added to the firm foundation upon which the Phoenix Mutual builds its 
future. The financial growth of the company was both substantial and satisfying. Equally satisfying, however, 
was the progress of the individual members of our field organization. The Phoenix Mutual always will count 
as a gain every step which brings it nearer its objective: guality business from a compact group of men who earn 


substantial success through competent service. 
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Witiiam Montcomery, President 
Acacia Mutual Life Insurance Company 


For FIFTY YEARS you have guided the destiny of Acacia Mutual. In so doing, you have brought 
us, as Acacia field men, unique and far-reaching benefits. 





A few of the advantages you have given us during this half century are— 


® An ever-increasing monthly income based on volume of business in force, an income 
with no automatic terminations to put a limit on our earnings. 


* A substantial twice-a-year bonus for quality business, a bonus that grows constantly 
through the years. : 


* Disability and death benefits to protect us and our families. 
¢ A retirement plan to assure us a comfortable income in old age. 


® An additional war-time allowance to help us meet today’s increasing living costs and 
taxes. 


¢ A matchless product—participating life insurance at non-participating rates. 


THE NATIONAL UNDERWRITER Life Insurance Edition. 
y Friday, April 30, 1943. 





Anp MORE THAN THIS you have given us in- 
spiration and leadership that have enabled us to sell 
more life insurance per man than any agency force 
in the United States. We have dedicated this year, 
your Golden Anniversary as Acacia’s directing head, 


to you. Our appreciation of your courage and vision 


will be shown by the tangible results we shall obtain. 


Through these results we shall express our gratitude 
not only for the lifetime of security your ideals have 
brought us but also for the many practical ways in 
which you have enabled us to render greater service 
to our fellowmen. We pledge you, therefore, that we 
shall make your Golden Anniversary the greatest 


year in the history of a great company. 


For the Field Force of ACACIA MUTUAL 
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Life Insurance Tax 
Deduction Bill 
Backed by Bridges 


New Hampshire Senator 
Urges Action on His New 
Measure 


BOSTON—A Dill to permit the de- 
duction of life insurance premiums on 
policies in force on Dec. 8, 1941, from 
gross income in making income tax re- 
turns has been introduced in the U. S. 
Senate by Senator H. Styles Bridges of 
New Hampshire. At the annual New 
England sales congress here, Senator 
Bridges presented the details of his bill 
and told why its enactment is impera- 
tive for the welfare of the nation. 

The measure, known as Senate Bill 
1016, amends Section 23 of the internal 
revenue code to permit the deduction 
from gross income of: ‘“(1) Amounts 
paid by the taxpayer during the taxable 
year as premiums on any life-insurance 
policy in force on Dec. 8, 1941, upon his 
own life or upon the life of his spouse 
or upon the life of any dependent of the 
taxpayer specified in section 25 (b) (2) 
(A), and 
Renewal, Conversion Provisions 


“(2) Amounts paid by the taxpayer 
during the taxable year as premiums on 
any life insurance policy which is a re- 
newal or conversion of any such life 
insurance policy in force on Dec. 8, 1941, 
to the extent that such premiums paid 
during the year do not exceed the pre- 
miums payable annually on any such life 
insurance in force on Dec. 8, 1941, to an 
amount which in any taxable year does 
not exceed 10% of the taxpayer’s net in- 
come without the benefit of this sub- 
section or of subsections 23 (0) and (x), 
or $1,000, whichever is the lesser.” 


For Multitude of People 


“The bill is for the multitude of people 
who above all else want assurance that 
their families will be protected if death 
halts the earning power of the bread- 
winner,” the senator pointed out. The 
bill seeks to place the payment of life 
imsurance premiums on a par with 
donations for charities. The senator be- 
lieves the charitable provisions of the 
revenue act should remain unchanged 
“but I also believe that life insurance 
premiums should be compared with 
charitable bequests in the matter of in- 
come tax deductions. The over-all bene- 
fits to the people would be tremendous 
in this only charity at home provision 
made by our vast number of policyhold- 
ers,” he declared. 

In face of high federal taxes for many 
years to come, the only ray of hope is to 
permit some 65,000,000 American people 
to deduct their life insurance premium 
Payment from their income tax to as- 
sure them that their family protection 
will continue, Mr. Bridges emphasized. 


Relief Is Needed 


“Life insurance must not be taxed out 
of existence. Before millions of policy 
holders are forced to throw up their 
hands in despair and to cancel life insur- 
ance policies upon which their families 
depend, we must have action. Action 
means relief, and relief can be procured 
only through some Congressional action. 

“In view the ravaging threat of infla- 

(CONTINUED ON PAGE 11) 


DuellIs Reappointed N. Y. Governor 


in Wisconsin 


MADISON, WIS.—Acting Governor 
Goodland has reappointed Morvin Duel 
as insurance commissioner for the term 
ending June 30, 1947. He has served in 
that capacity since Sept. 20, 1939. 
Prompt senate confirmation is expected. 


N. H. Commissioner 
Resigns Post 


Arthur J. Rouillard has resigned as 
insurance commissioner of New Hamp- 
shire, after having served for six years. 
Mr. Rouillard made a notable record in 
office. He sponsored the financial re- 
sponsibility law in that state which was 
the model for the New York law 
and which was subsequently adopted 
and enacted as well in Maine and this 
year in Indiana and with modifications 
in Michigan and Oregon. 

Mr. Rouillard has been appointed spe- 
cial agent for Commonwealth and Mer- 
cantile of the North British group in 
New Hampshire and Vermont. 

He will make his headquarters at 922 
Elm street, Manchester, N. H., with 
George L. Cady, Jr., special agent for 
North British & Mercantile in the two 
states. Edward J. Boyle remains spe- 
cial agent for Homeland in New Hamp- 
shire. 

Mr. Rouillard has been in the insur- 
ance business since 1929 and was treas- 
urer of the local agency of Barnes & 
Rouillard at Claremont, N. H., at the 
time he became insurance commis- 
sioner. He served as president of the 
New Hampshire Association of Insur- 
ance Agents in 1932-33 and was a mem- 
ber of the advisory board of the New 
England Association of _ Insurance 
Agents. 

It is reported that the governor in- 





Vetoes Guertin 
Legislation 


Governor Dewey of New York in a 
move that took friends of the Guertin 
legislation by surprise vetoed the Hamp- 
ton bill which incorporated the Guertin 
proposals for divorcing non-forfeiture 
benefits and reserve valuation. 

“For decades,” the governor said, “the 
insurance policies in this state have been 
written upon the basis of a mortality 
table adopted as far back as 1868. This 
bill would effect changes in the insur- 
ance law which would permit the use 
of a more modern mortality table. At 
the same time, major changes are made 
in the basis upon which cash values, sur- 
render charges and other values of in- 
surance policies will be determined. The 
changes are of the most technical nature. 
They are vital to millions of policyhold- 
ers in the state and nation. These 
changes require much greater study than 
can be given to them at the present time. 
Although it is universally recognized 
that the basis upon which policies of life 
insurance are issued requires complete 
modernization, this long delayed task 
should only be adopted after an ex- 
haustive study. 

“In disapproving this measure I am 
not passing upon its merits.” 


Guertin Bills Lose Out 


ST. PAUL, MINN.—The three bills 
to implement the Guertin plan were lost 
in the last minute jam when the Minne- 
sota legislature adjourned. They had 
passed the house. 








tends to wait until after the legislature 
adjourns before making a new appoint- 
ment of New Hampshire insurance com- 
missioner. 





Don’t Throw Brickbats at Proposed 
Social Security Plans, Stevenson Counsels 





John A. Stevenson, president of Penn 
Mutual, in addressing the “cooperative 
committee” of Penn Mutual field men, 
expressed his conception of the attitude 
that life insurance people should take 
towards the current discussions of so- 
cial security expansion. 

“IT haven’t the slightest idea that 
either the N.R.P.B. or the Beveridge 
plan will be adopted in its present 
form,” he declared. “Some of the com- 
mentators may be correct who say that 
there is a political element in the pres- 
entation of these plans right now. At 
the same time, they represent a recog- 
nition of the nation’s social responsi- 
bility and I feel we are merely stand- 
ing in our own light if, through ignor- 
ance or prejudice, we condemn pro- 
posals on the basis of their possible 
effect on our business rather than on 
the basis of their effect on the nation 
as a whole. 

“I’m by no means recommending a 
policy of silence on proposals to have 
the government do what we believe we 
can do better. We know what life in- 
surance has done in the economic life 
of the country and we are entitled to 
express our views on what life insur- 
ance can do. We are entitled to criti- 
cise weak points in the blueprints of 
proposed plans for national economic 
security. But we aren’t entitled to 
throw these blueprints in the waste 
basket and to throw brickbats at the 
proposed plans, just because we feel 
that people outside our business are 
trespassing on what we, to some ex- 
tent, have considered our property. 

“Tf you and I looked through back 


copies of insurance magazines, we 
should not find that the existing social 
security plan was received with unal- 
loyed enthusiasm by all the people in 
our business. Yet I have failed to talk 
to a single underwriter who felt that 
social security had decreased the op- 
portunities for sales. I think, too, that 
a great many people are now taking a 


point of view on the TNEC report 
which is quite different from that 
taken when the document first ap- 


peared. Naturally, we don’t agree with 
all conclusions reached in the TNEC 
report but I have always felt that the 
most direct way in which our policy- 
holders can receive dividends from the 
expenditure required in furnishing the 
information requested by the govern- 
ment’ during the TNEC investigation 
was to try to make improvements 
wherever points of criticism were 
developed. 

“There are, in my judgment, definite 
limits to the area which government 
plans for national security should cover 
and I’m not in favor of adding any ad- 
ditional territory where life insurance 
has so well proved its capacity to 
serve. But I feel we should tie in our 
efforts, whenever possible, with those 
of the government rather than oppos- 
ing them without adequate knowledge 
of the conditions they are intended to 
meet. Perhaps I can sum up my per- 
sonal philosophy by saying that, on 
questions of this kind, I want my atti- 
tude to be considered ‘liberal,’ if that 
term implies a willingness to accept 
proposed changes provided they will 
actually benefit the people of our na- 


U. §. Chamber 
Insurance Broadcast 
Is Fine Success 


Hundreds of Gatherings 
Are Held to Receive 
the Messages 


NEW YORK — The vital importance 
of insurance in bolstering morale and in 
fighting against inflation was stressed 
by Secretary of Commerce Jesse H. 
Jones in his radio talk from Washing- 
ton which climaxed the half hour na- 
tional radio program that was a feature 
of the annual insurance luncheon here of 
the U. S. Chamber of Commerce insur- 
ance division. 

Attendance broke all record for these 
affairs, the room being filled to capacity, 
nearly 600. It was necessary to turn 
down a number of late requests. 

The other speaker, whose talk was not 
broadcast, was W. Gibson Carey, presi- 
dent of Yale & Towne Manufacturing 
Company. J. L. Madden, vice-president 
of Metropolitan Life and chairman of 
the insurance division, was toastmaster. 


More Important in War 


Mr. Jones pointed out that insurance 
of all types is a necessary part of our 
economy in peace time and becomes 
more important in time of war. With- 
out the protection of insurance, men en- 
gaged in tasks of war, and their fami- 
lies, would bear a great burden of un- 
certainty and anxiety. Industry would 
be subject to worries that would tend to 
hamper the fullest possible productive 
effort. A sense of security is one of the 
important bases of morale, he said, and 
our people are better able to release 
their greatest energies for war when 
fortified by the knowledge that their 
families, their homes, their businesses 
and their other possessions are pro- 
tected by insurance. 

Touching on the anti- inflationary 
power of insurance dollars, particularly 
life insurance, Mr. Jones pointed out 
that payments to insurance companies 
do not compete with war scarce mer- 
chandise and contribute to any upward 
spiral in prices and that furthermore a 
good part of these reserves, such as 
those going into life insurance reserves, 
will be an important source of economic 
strength when peace returns. 

Mr. Jones also emphasized the pre- 
ventive work of the insurance business 
in preventing loss of life and needless 
accidents and fires. He cited the in- 
crease in the average life span, and de- 
cline in automobile and industrial acci- 
dents, and the 40% drop in the rate of 
destruction by fires in the three years 
since 1939 as compared with the similar 
period following the outbreak of the 
first world war. 

Sketching the work of the War Dam- 
age Corporation, Mr. Jones said that 
through the participation of the fire and 
casualty companies regular insurance 
agents write the business, the insur- 
ance companies keep the records on an 
estimated cost basis so that the WDC 
is operated with a minimum of expense 

(CONTINUED ON PAGE 8) 








tion. At the same time, I want to be 
considered a ‘conservative,’ to the ex- 
tent that this term implies making 


sufficient examination of the objectives 
of these changes, as well as the means 
to be employed, to make sure that they 
are in the public interest.” 
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Some High Points 
in Northwestern's 
1942 Operations 


Vice-president Edmund 
Fitzgerald Gives a Bird's 
Eye View of Its Activities 


Edmund Fitzgerald, vice-president 
Northwestern Mutual Life, gave a 
bird’s eye view of the company’s opera- 
tions last year, bringing out the high 
spots and points of interest, in a talk 
before the Hobart & Oates Agency in 


Chicago. He took a hasty glance over 





EDMUND FI 


TZGERALD 


he said, that 
that have 
the in- 


the 10-year record because, 
reflected various conditions 
arisen. He how 
ner-safeguards built into the structure 
of life insurance give it great recupera- 
tive powers and the ability to meet 
widely-varying ecoonmic conditions. 

Taking up the investments of the 
company, Mr. Fitzgerald said that its 
bond account now had passed the bil- 
lion dollar mark. ‘This constitutes 68% 
of all the assets, the highest percent- 
age in its history. Public utility and 
government bond holdings increased 
materially during the year. In its pur- 
chase of $65,000,000 of federal bonds 
last year, the company gradually in- 
creased its purchases of the govern- 
ment offerings as the year went on, 
culminating in the purchase of $30,- 
000,000 in December. During the pres- 
ent defense bond drive, the company 
purchased $45,000,000. 


No Default in Bonds 


Mr. Fitzgerald stated that there had 
been no new default in bonds owned or 
acquired during the year. In excess of 
$1,600,000 in previous defaults in in- 
terest was paid in 1942. Through the 
material improvement in the railroad 
situation some bonds previously carried 


demonstrated 


on the market basis had, under the in- 
surance commissioners’ ruling, been re- 
turned to the amortized class. A few 


other bonds went ‘to the market basis. 


For the first time in many years, the 
Northwestern Mutual’s statement 
showed some preferred stock, which 


was received in the reorganization of 
the Wabash railroad. As a matter of 
general policy, it does not trade in its 
bonds to take profits but first class 
bonds are purchased for income to pro- 
tect the investment return. Interest 


rates on new purchases reflected a lev- 
(CONTINUED ON LAST PAGE) 


4142-Hour Week 
in Hartford 


WMC Program for 
Insurers to Be Reviewed 
in 60 Days 


HARTFORD—After three weeks of 
negotiations between representatives of 
the local insurance companies and Wil- 
liam G. Ennis, acting area director of 
the War Manpower Commission, a com- 
promise arrangement has been agreed 
upon by which the working week has 
been extended to 41% hours. The new 
schedule, which went into effect April 
26, will be the first step in the com- 
panies’ compliance with the 48-hour 
work week directive issued by the 
President. 

The increase in working hours will be 
effected by the resumption of work on 
Saturday mornings, which was discon- 
tinued by Hartford companies some time 
ago. Most of the home offices here have 
been on a 37%4-hour schedule up until 
now. 

The 41%-hour week, however, is not 
viewed as a permanent solution of the 
problem, and further study of the pos- 
sibility of establishing a working sched- 
ule nearer to the desired 48 hours a week 
will continue during the next 60 days, 
at the end of which time the 41%-hour 
schedule will expire, Mr. Ennis said last 
week. 

Civilian Defense Work 


Consideration will be given, however, 
to the number of insurance company 
employes who are engaged in civilian 
defense activities or part-time work 
elsewhere, and to those for whom a 48- 
hour week would be an undue hardship 
because of old age, physical infirmities, 
or home responsibilities, the WMC 
official states. 

The companies being subject to the 
wage-hour act, the temporary 411%2-hour 
schedule will necessitate payment of 
time-and-a-half wages for 1% hours 
weekly to all employes, and eight hours 
overtime for the maintenance and print- 
ing departments, which are on a 48-hour 
basis. Employes will also get added 
compensation at the regular rate for the 
hours they work to bring the week to 
the 40-hour level. It is estimated that 
13,000 persons are employed by the home 
offices of the various companies here. 

Companies are not expected to main- 
tain a uniform schedule, except as to 
the total hours required, and some offices 
will attempt to adhere to customary 
schedules as far as possible in regard 
to opening and closing and lunch periods. 
Operation on Saturday morning, how- 
ever, is required of all companies. 

Most of the companies which have 
reached definite decisions regarding their 
new schedules will work from approxi- 
mately 8:15 a.m. to 4:45 p.m. Monday 
through Friday, with an hour for lunch, 
and from 8:15 a.m. to 12:15 on Satur- 
days. To avoid adding to local trans- 
portation problems, various companies 
may differ five or 10 minutes in their 
opening and closing times. 

The Aetna Life companies, however, 
have announced their intention of going 
beyond the 41%-hour week now re- 
quired, and effective May 3, will operate 
on a 44-hour week. Home office hours 
will be from 8:15 to 5 Monday through 
Friday, with 45 minutes for lunch, and 
from 8:15 to 12:15 on Saturdays. 


DES MOINES IN GROUP 1 


DES MOINES—Life insurance com- 
panies in Des Moines are expected to 
appeal for exemption’ to the 48-hour 
work week if it is put into effect as a 
result of changing the city from group 2 
to group 1 by the WMC. 

The order transferring the city to 
group 1 was put through last week but 
instructions issued by the Minneapolis 
regional office stated it would be 60 or 


Ohio State Unveils 
War Service Tablet 
in Its Home Office 


A bronze tablet bearing the names of 
24 persons associated with Ohio State 
Life, including a director, general 
agents and employes, who entered war 
service, was unveiled in the lobby of 
the home office building. In the list is 
one woman. In connection with the 
dedication, announcement was made 
that Ohio State has purchased $1,200,000 
in the second war bond campaign and 
that practically 100% of its employes 
are purchasing war bonds. Its holdings 
of government bonds now total $9,013,- 
000. 

In the presence of company directors, 
who were holding their quarterly meet- 
ing, employes and guests, Mrs. Jess 
Jeremy Glenn pulled the cord which un- 
veiled the tablet. President Claris 
Adams presided. The dedicatory ad- 
dress was by Dr. R. E. Tulloss, presi- 
dent of Wittenberg College and a di- 
rector of Ohio State Life. 

Special tribute was paid Commander 
Ralph C. Lowes, Jr., former general 
agent at Peoria, Ill., who died in San 
Diego a few weeks ago. 

Maj. Spottswood W. Duke, formerly 
associate general agent in Cincinnati, 
and Lieut. Frederick A. Jones of Co- 
lumbus, a director of the company, both 
in unifor m, assisted in the service. 


Kansas City Life Stand Upheld 


As against claims asserted on behalf 
of stockholders and also on behalf of 
policyholders of the old Continental Life 
of St. Louis, the Missouri supreme court 
has awarded to Kansas City Life $95,000 
of Continental Life funds with direc- 
tions that the money be applied towards 
discharge by Kansas City Life of liens 
against policies of Continental Life. The 
stockholders of Continental Life wanted 
the money and a group of policyholders 
of Continental Life wanted the fund to 
be used to take care of premium pay- 
ments of Continental Life policyholders. 

When Continental Life was adjudged 
insolvent and reinsured with 50% lien 
in Kansas City Life, there was set aside 
and held by the insurance superinten- 
dent $225,000 for legal and other ex- 
penses. Those charges have now been 
paid and there remained $95,000 which 
was the ni in of the dispute. 











90 ai at least before the 48-hour week 
would be required. The action of put- 
ting the city in group 1 resulted in 
numerous protests and it is felt by some 
that the order might be changed. 

The insurance companies in Des 
Moines were described as “sitting tight” 
and awaiting future developments. 

Bankers Life only recently increased 
its working week to 44 hours a week, but 
most of the other companies are below 
that figure. Equitable Life has a 37%- 
hour week and Central Life only 35 
hours because the companies do not 
open on Saturdays. 

Most of the insurance company execu- 
tives feel that a 48-hour work week 
would not release many workers for war 
work and as a result would seek ex- 
emption if it is put into effect. 

In Baltimore, most of the insurance 
companies have applied for exemption 
from the 48-hour week order. 








Equitable Society Passes 
Three Billion Mark 


At the monthly meeting of the 
directors of the Equitable Society, 
President Parkinson announced 
that its total assets now have 
passed the three billion mark. 
This represents an increase of 
$68,221,000 during the first quar- 
ter, 








Loyalty to Company 
Essential in 
Betterment Program 


Rutherford Dispels Fears 
of Government in 
Boston Talk 


By RALPH E. RICHMAN 


BOSTON—In answer to the pro- 
posal by Leon Gilbert Simon, Equitable 
Society, New York City, that agents be 
granted an all-company license at the 
New England sales congress here (re- 
ported last week), James E. Rutherford, 
executive vice-president National As- 
sociation of Life Underwriters, appear- 
ing later on the program, held that such 
action would thwart the progress now 
being made in seeking greater personal 
security for producers, payment of serv- 
ice fees and stable financing plans for 
new agents. 


Progress Being Made 


Companies have been showing an in- 
creasingly favorable attitude toward 
those movements and in many cases 
have acted to meet the agents’ wishes, 
Mr. Rutherford declared. It will be 
difficult for the National association to 
promote the ideas of better training, 
more security, greater financial payment 
for service work, unless the agents in 
turn are prepared to show loyalty and 
business reciprocity to their companies. 
Particularly would it be out of order for 
a man to accept financing and the great 
expense of a long period of training and 
immediately upon attaining personal 
security, brush aside any feeling of per- 
sonal loyalty to the manager and com- 
pany making possible his position. 


Dispels Fear of Government 


There is too much unjustified fear 
about the attitude of the government 
toward life insurance and that this fear 
is proving harmful to production, Mr. 
Rutherford held. He reviewed the gov- 
ernment acts of the last 25 years from 
which life insurance has benefited. All 
of these acts, he said, were described as 
destructive to life insurance at the time 
they took place and in many cases, even 
those who had been prophets of doom, 
have since acknowledged that they were 
in error. 

The war risk insurance act of the first 
world war and the social security act 
have been proved to be of advantage to 
life insurance, he declared. Even the 
TNEC investigation has benefited the 
business because after the government 
had brought life insurance under the 
spot light, it had been forced to say that 
on the whole, the life insurance busi- 
ness was O.K. 


Thrift Education Bids 


Present day war-bond sales cam- 
paigns with their specific call to put 10% 
of earnings into savings will benefit life 
insurance for a long time after the war, 
according to Mr. Rutherford. 

In the victory tax, the government 
put a special stamp of approval on life 
insurance. It urged people to pay their 
debts, buy war bonds and to keep their 
life insurance. Since the government 
did not hold up any other form of prop- 
erty as something to be especially cher- 
ished and held secure next to war bonds 
themselves, this was an unusual recog- 
nition of life insurance. 

An additional stamp of approval was 
given life insurance by the amendment 
to the soldiers’ and sailors’ relief act in 

(CONTINUED ON LAST PAGE) 
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U.S. Atlant 
Brief Calls 
Insurance Commerce 


Department of Justice 
Seeks to Overthrow 
Paul vs. Virginia 


ATLANTA—Characterizing as a 
fallacious dictum arising from a basic 
misconception” the U. S. Supreme Court 
decision in Paul vs. Virginia that “in- 
surance is not commerce,” the brief of 
the anti-trust division of the Depart- 
ment of Justice replying to the demur- 
rer of the Southeastern Underwriters 
Association was filed late Monday. Ar- 
gument on the demurrer to the indict- 
ment for conspiracy in restraint of trade 
under the Sherman act is set for May 
27. 

The general lines of the argument ad- 
vanced in the 123 page brief by Frank 
H. Elmore, special assistant attorney 
general in charge of the S.E.U.A,. in- 
vestigation, are: n 

That insurance is in effect commerce 
because it is an instrumentality em- 
ployed in other commercial transac- 
tions, that the meaning of commerce 
and trade has expanded with the grow- 
ing complexity of business transactions, 
that the decisions relied on by the in- 
surance business represent an ‘‘incon- 
sistent” attitude on the part of the com- 
panies since “in the past insurance com- 
panies repeatedly attempted to avoid 
state regulation or taxation by invok- 
ing federal jurisdiction under the com- 
merce clause.” 


Finds 3 Common Elements 


In Paul vs. Virginia, and a long series 
of following cases, the brief alleges, the 
“interstate character” of insurance was 
not specifically. present in the body of 
facts being considered. In the Deer 
Lodge case, the brief asserts, “although 
the court did follow the previous cases 
beginning with Paul vs. Virginia it is 
apparent that its major concern was the 
preservation of existing state regulation 
of insurance companies. .. .” 

In these cases the brief 
“there are three elements common to 
all of them. (1) Each involves state 
legislation. (2) The record in each pre- 
sented for consideration of the court 
merely localized transactions, intrastate 
in character. . . .6 (3) All of them fol- 
lowed without reconsideration or rea- 
soning the fallacy established in the dic- 
tum of Paul vs. Virginia. In short none 
of them involves the prosecution under 
the federal statute prohibiting combina- 
tions and conspiracies in restraint of or 
to monopolize interstate commerce and 
which must be considered on the basis 
of the allegations of the conduct of the 
business of fire insurance as set forth in 
the indictment.” 

To the point that insurance is com- 
merce the brief says “fact, history and 
universal usage sustain the contention 
that the business of insurance is com- 
merce” and quotes a series of decisions 
largely based on Chief Justice Mar- 
shall’s definition in Gibbons vs. Ogden 


summarizes 


(1824) from which the following is 
quoted: “Commerce undoubtedly is 
traffic. But it is something more—it is 


intercourse. It describes the commer- 
cial intercourse between nations, in all 
its branches and is regulated by pre- 
scribing rules for carrying on that in- 
tercourse.” 

Insurance is described as “an eco- 
nomic good” and from this via the dic- 
tionary the brief arrives at the inter- 
changeability of economic good and 

(CONTINUED ON PAGE 8) 






New officers and directors of Insurance Accounting & Statistical Association as elected 
at the conference at the Edgewater Beach Hotel, Chicago. 


First row: I, H. Wagner, Business Men’s 


Assurance; L. E. Wilkins, Joseph Froggatt 


& Co., St. Louis; R. L. Hughes, Guarantee Mutual Life; D. L. Eilers, World of Omaha. 


Second row: C. S. Cadwell, Minnesota 


Mutual Life; G. T. Westwood, American 


Automobile; H. J. Stowe, Manufacturers Life; N. O. Dubson, Pennsylvania Casualty ; 


C. A. Herschel, Colonial Life; A. David Thomas, Lumbermens Mutual, Mansfield, O. 





Would Make Service Cover 
Apply Automatically 


Senator Walsh of Massachusetts has 
introduced a bill providing that all per- 
sons now in active service in the land 
and naval forces and all persons who 
hereafter enter upon such service shall 
be considered as having automatically 
applied for National Service Life Insur- 
ance up to the maximum of $10,000. 
Anyone who desires not to be covered 
would have to make a request. Evi- 
dence was brought eut at a recent hear- 
ing of the subcommittee of the Senate 
finance committee that 15% of the naval 
personnel and 25% of the army men do 











Consolidation of Missouri 
Ins. Department Sought 
JEFFERSON CITY, MO.—A new 


Missouri house bill provides for a state 
board of control in which all state li- 
censing bodies and supervising bureaus 
would be consolidated, including the in- 
surance department. The bill is part of 
Governor Donnell’s drive for the con- 
solidation of various state bodies. 


not have National Service Life Insur- 
ance and a large number of those that 
are insured have less than the maxi- 
mum. 











Buying the 


Most of us have only a vague 


that still seems out of reach. 


shoes. 
body has to provide money so 


and a wool overcoat at $14.82. 


canteen at $1.06, a raincoat at 
will require $2.99 for his half 


know who have to be outfitted 
+ 


WILLIAM H. KINGSLEY 
Chairman of the Board 


| would look like—the amount of the Second War Bond Loan. 
And when someone says that a 60 ton tank costs $120,000, 


afford enough to buy some of the needed supplies. 


We can give thought to that boy who used to live next door, 
whose father was always having to buy the youngster new 
That boy, grown up, is now in the U. S. Army. Some- 


buying him new shoes. A pair of service shoes cost $3.85. 


| He'll also need a wool coat costing $10.56, trousers at $5.75, 


$2.65, socks 26 cents, gloves $1.09; and he’ll need a water 


entrenchment shovel for digging fox holes, and $3.18 to buy a 
steel helmet to protect his head. 


When we think of War Bonds, let us think of actual lads we 


y 


THE PENN MUTUAL LIFE INSURANCE CO. | 


INDEPENDENCE SQUARE, PHILADELPHIA 


Boy Shoes — 


idea of what 13 billion dollars 


But certainly each of us can 


that his Uncle Sam can keep 


Underwear for him will cost 


$5.35, a blanket at $5.13. It 
a pup tent, and $1.00 for an 


and equipped. 
+ 


JOHN A. STEVENSON 
President 














LA. A. Group 
Ponders Wartime 
Selling Aids 


Middlewestern “Ad” 
Leaders Hold Valuable 
Parley in Chicago 


Advertising and agency men of most 
of the middle west life companies were 
in Chicago this week attending the an- 
nual meeting of the North Central 
Round Table of the Life Advertisers / 
sociation. The general theme of the 
gathering was “Helping the Agent to 
Sell and Keep Sold the War Time 
Buyer.” There were four separate ses- 
sions at which motivating agents, pros- 
pecting, building good will, and servic- 
ing policyholders were discussed in 
detail. In all, 23 scheduled speakers gave 
talks or read prepared papers. Every 
phase of war time selling was given 
consideration. 

In reality, the set speakers usually 
started the ball rolling toward a general 
discussion of their particular subjects. 
The members were seated at a square 
arrangement of tables and for the most 
part expressed themselves without even 
rising to their feet. The greater part of 
the meeting was a free and easy give 
and take informal exchange of ideas ap- 
plicable to today's selling, guided by 
subject leaders. 


O’Brien Presiding Officer 


Francis J. O’Brien, director of sales 
promotion Franklin Life, presided as 
general chairman. Mr. O’Brien is a 
comparative newcomer to the ranks of 
the L.A.A., but he is already one of its 
outstanding members. Poised, efficient 
and well informed, he made a particu- 
larly capable chairman, moving the ses- 
sions along with dispatch and maintain- 
ing the audience interest at a high level. 
Incidentally, the attendance was larger 
than at any North Central meeting in 
several years. 

A. Scott Anderson, Equitable of Iowa, 
opened the meeting with his report as 
president of the L.A.A. He reviewed 
the association’s activities of the past 
year saying that the organization now 
has 230 individual and 131 company 
members and that it is in a healthy finan- 
cial state. Mr. Anderson is popular in 
his presidential capacity. Under his ad- 
ministration, the L.A.A. has been greatly 
strengthened and the scope of its work 
and influence extended. 


Reynolds Reports on Exhibits 


R. B. Reynolds, American Mutual, 
reported on the ‘1943 exhibits by mail- 
V contest” which was held last year. 
He explained how the winners had been 
selected and pointed out that the ma- 
terial which had been exhibited at the 
recently held eastern round table and 
which was also on display at Chicago 
would be shown at the southern round 
table meeting in Nashville in June. 

Fred L. Fisher, Lincoln National, was 
the discussion leader at the initial ses- 
sion at which “Motivating Agents” was 
discussed. He said that “nothing moti- 
vates an agent so well as an idea that 
works.” Hugh D. Hart, Illinois Bank- 
ers, cited the need for closer contact 
between home office officials and agents. 
He stated that particularly the financial 
executives of life companies should show 
more of a democratic spirit toward 
agents. T. T. McClintock, Ohio State, 
described his company’s club plan which 
produces a continuity of motivation. 
H. S. McConachie, America Mutual, 
listed as war time “musts” adequate 

(CONTINUED ON PAGE 10) 
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Pacific Actuaries 
Announce Program 


Many Timely Topics 
Scheduled at Spring Meet- 
ing in Los Angeles 
ANGELES — The __ Actuarial 


the Pacific will hold its spring 
here May 20-21. The _ pro- 


LOS 
‘lub of 
meeting 
gram is: 

Contingency 


~ 


funds, how built and 
how released. Edward Hope, Occidental 
Life; Mareus Gunn, California-Western 
States Life; Alfred Hann, Pacific Mutual 
Life; Gordon Thompson, West Coast 
Life. 

Life insurance in a 
A. A long range view of 
implications. Ralph R. Nelson, San 
Francisco; R. B. Richardson, Western 
Life; R. R. Brown, Oregon Mutual Life. 
B. Leadership in life insurance. 
(1) Are the companies governed 
much by the agent’s immediate neces- 
sity of making a commission? Lee Can- 
non, Barrett y Coates, consulting 

actuary. 

(2) Are the 
educating their 
range viewpoint? 
cific Mutual Life; 
dental Life. 

C. Premium rates and non-forfeiture 
values. Alfred Hann, G. E. Cannon, Ore- 
gon Mutual Life; O. A. Ehrenclou, 
Northern Life. 

The educational and moral responsi- 
bilities of the institution of life insur- 
ance in the matter of presenting our 
ideals from the economic, both individual 


post-war world. 
the financial 


too 


and 
long 
Pa- 
Occi- 


companies leading 
agents from the 
Oscar Swenson, 
Karl MacRea, 


and social, viewpoints. C. H. Tookey, 
Occidental Life; William Breiby, Pacific 
Mutual Life; A. B. Brown, Metropolitan 
Life. 

British and United States ‘Beveridge 
plans” and their implications. A. 


Mowbray, California department of in- 
surance; Robert N. Griswold, California- 
Western States Life; Alwin W. Lewis, 


Pacific Mutual Life. 
General discussion of life insurance 
and the minimum wartime work week. 


It is hoped that a prominent research 
economist may be secured to speak at a 
dinner the evening of May 20. 


Credit to Western Life 


In the table in the April 16 edition 
showing the ranking of companies 
according to gain in insurance in force 
during 1942, Western Life of Helena, 
Mont., was inadvertently omitted. With 
a gain of $5,095,751 in force it is entitled 
to rank 96 in the column. 





Wins Top Award of 
Equitable Life of lowa 





John C. Deibler, Equitable Life of 
Iowa agent at Elizabethville, Pa., was 
presented _ the 
“Hall of Honor” 
award of his com- 


pany by President 
F. W. Hubbell at 
the eastern re- 
gional school in 
New York. 

The award is the 
highest recogni- 
tion which can be 
accorded to an 
Equitable of Iowa 
field man. It de- 
notes pre-emi- 
nence in length of 
service, produc- J.C. 
tion, conservation and average 





Deibler 


size pol 
Deibler entered the business with 
following more than 
a decade devoted to retail merchandis- 
ing and _ school _ teaching. He 
achieved an unbroken series of produc- 
tion clubs memberships. He has been 
on the “App-a-Week” roll for 645 
weeks. He has earned a perfect conser- 
vation record for the past four years, 
every policy written by him in that 
period having remained in force into the 
second policy year. 


icy. 
Mr. 
Equitable in 1929, 


has 
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To Retire July 1 








BLACKALL 


JOHN C. 


John C. Blackall will retire on July 1 
as insurance commissioner of Connecti- 
cut after having served for eight years. 
He is a past president of the National 
Association of Insurance Commission- 
ers and has been one of the outstanding 
supervisory officials of the country. 


Dallas Producers Tell 
How to Step Up Sales 


Drawing upon their personal experi- 
ences to suggest tested techniques for 
stepping up the selling power of life 
insurance salesmen to meet today’s sales 
problems, four members of the Dallas 


Association of Life Underwriters pre- 
sented a panel program. 

W. FE. Rhodes, Fidelity Union Life, 
said: “I don’t work for a living; I just 


visit with people, and it’s fun to work 
with people.’ He laid down a set of 
rules that are working for him, remind- 
ing his listeners to “work the job; don’t 
let it work you.” “It’s Fun” was Mr. 
Rhodes’ topic, and selling life insurance 
is just that, he concluded. 

A. McCelvey, Jefferson Standard 
Life, pointed out that the predominant 
life insurance sales factor today is the 
tremendous increase in income. “Your 
ability to take advantage of this ex- 
panded buying power will measure your 
success, ” he said. 

“Come down early and stay late, and 
keep calling on people,’ was the advice 
of Robert L. Maxwell, Southwestern 
Life. 

J. Max Spangler, 
emphasized the value of 
selling, reciting several 
stories of actual experience 
closed sales for him. 

Stanley E. Martin, State Mutual Life, 
under whose direction the program was 
arranged, was master of ceremonies. 

How to take advantage of the increas- 
ing opportunity to sell women will be 
outlined by R. Barney Shields, Great 
National Life, at the sixth lesson of the 
Dallas association’s school of selling life 


Kansas City Life, 
motivation in 
motivating 
that have 


insurance under war-time conditions 
April 30. 

A true story program spotlighting 
“life insurance in action” talks by per- 


sons who have or are now enjoying the 


benefits of life insurance is being ar- 
ranged for the May meeting, when 
officers will be elected. 


Carl Tiffany Iowa Actuary 


Carl Tiffany, who has been an exam- 
iner in the life department of the Iowa 
insurance department for the last three 
years, has now been appointed actuary 
in charge of the life department. He 
takes the place of Russell Thomas, who 
was recently commissioned a lieutenant 
(j.g.) in the naval reserve. 


pee Mead Resta 
Is Long Range Project 


The proposed new annual statement 
blank which has been devised by com- 
mittees of the Life Presidents Associa- 
tion and American Life Convention is 
not being put forward as something for 
immediate adoption but rather as a basis 
of discussion with the hope that some- 
thing similar thereto might be approved 
perhaps four or five years hence. It 
will not be presented as a recommenda- 
tion to the blanks committee of the 
National Association of Insurance Com- 
missioners at its meeting in New York 
next week. The committee believes that 
the present statement form is too ex- 
tensive and goes into such detail as to 
be formidable to the average person. 
The committee believes that it can be 
greatly simplified and modified with 
greater use of summaries. There is to 





be a meeting of the A. L. C. and Life 
Presidents committees in New York 
next week. 

Vice-president Hugh Hart of Illinois 


Bankers Life announces that its house 
organ, “The Firing Line,” issued on a 
weekly basis, will now be a monthly 
publication for the duration on account 
of shortage of personnel, poe and 
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Assured with Ratings 
Appreciate Routine 
Examinations Each Year 


NEW YORK—Having clients with 
ratings examined routinely once a year 
is a practice that pays good dividends 
in new business, according to L. E. Or- 
cutt, Provident Mutual, New York City. 
Like many other conscientious agents 
Mr. Orcutt has been following this plan 
ior enough years to prove its soundness, 

In cases where the rating can be re- 
moved or at least reduced there is an 
excellent chance of selling the client a 
new policy, while there is no other serv- 
ice that makes a client so enthusiastic 
about his insurance man. 

The client is more than usually will- 
ing to introduce his agent to others in 
his place of business and to give him 
a good send-off. Even though these an- 
nual examinations do not result in a 
reduction or removal of the rating they 
are a periodic checkup on the assured’s 
health and sometimes enable him to 
learn of incipient conditions that can be 
checked before they grow serious. The 
insured appreciates this. 


other conditions. Henry Johnson, agency 
secretary, is editor. 





TO THE MEN IN THE FIELD 








Better Than Average 


In the Commonwealth Life the pass-word to higher earnings, 
through a unique bonus arrangement for men of the industrial de- 
partment, is "Better Than Average." 
in the field to perform better than is expected of him. 


The idea has been applied for only six months, but already 52% 
of the entire industrial department's field personnel have qualified 
with better than average records. 


A total of 6% more fieldmen qualified in the first quarter of this 
year than qualified in the last quarter of last year. A total of 19% 
more in bonus money was awarded during the past three months 
than the three months preceding. 


f 


It is this constantly increasing "Better Than Average" 
performance that lends credence to the slogan 
that 
Commonwealth Life 
is the company 


WHERE QUALITY MEN ARE BUILDING QUALITY VOLUME 


The object is for every man 





MORTON BOYD, PRESIDENT 





Commonweattn 


HOME OFFICE LOUISVILLE 
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regon Mutual Has 
New Plan for Field 


Commissions Keyed to 
Quality Rating—Retire- 
ment Program Introduced 


Oregon Mutual Life has brought out 
a new plan of agency compensation 
which pays a premium for quality busi- 
ness as measured by the quality rating 
chart, and at the same time is putting 
into effect a retirement plan for the field 
organization, embracing both non-con- 
tributory and contributory elements. 

The basic first year commission 
schedule in the new contract is 50% 
eraded (formerly 60%) but the agent 


QI 


can receive 20% additional, up to 70%, 
depending upon the quality of the case. 
First year commissions are increased 
one percentage point for each additional 
point of quality over 65 up to a quality 
rating of 85. If the case rates 65 or 
lower the commission is 50%. ; 

Renewal commissions at the rate of 
4% are payable through the 15th policy 
vear. They are non-vested except for 
death, disability and retirement. 


Production Reward 


Then there is a production reward 
based upon amount of first year com- 
missions and upon the average quality 
of the year’s business. For instance, if 
the first year’s commissions total $3,600 
and the average quality rating is 86, the 
production reward will be 4% or $144. 
The highest percentage reward that is 
paid is for first year commissions ot 
$4,250 and over when the average qual- 
ity rating for the year is 95. The re- 
ward is then 6%. The smallest per- 
centage is for first year commissions of 
from $1,750 to $2,250 where the aver- 
age quality rating is from 81 to 85. The 
percentage is then 1.5. 

General agents’ first year overriding 
commissions are a fixed percentage of 
the agents’ first year commissions, so 
the general agent is also rewarded cor- 
respondingly for having high quality 
agents. The personal production of the 
general agent is on the same basis as 
the individual producer except that he 
is not paid a production reward on his 
personal business. In view of this he 
is paid a production reward for attain- 
ing and exceeding agency quotas. 
Retirement Provisions 

The retirement provisions are avail- 
able to the entire organization including 
home office personnel and officers. Un- 
der the non-contributory plan the amount 
payable each full year to a retired mem 
ber will be 1% of the total income (salary, 
first year commissions and renewals) he 
has received from the date of his entry 
into the plan (not earlier than age 35) 
to the date of his retirement. If a 
member earns $4,800 a year for 20 years 
his monthly retirement income will be 
$80. The service requirements are 15 
years for agency men, 20 years for 
branch and home office employes before 
the normal retirement date. Agents, to 
he eligible must be working under the 
new quality contract. Normal retire- 
ment date is Jan. 1, following the 65th 
birthday. Agents to retain membership 
must remain on a full time basis and 
must produce in each year $50,000 ex- 
cept that membership will be main- 
tained if the new insurance is less than 
%50,000 but more than $25,000 and the 
aggregate of new insurance in that year 
and in the two preceding years is $150,- 
000. 


Life Annuity Without Refund 


The 1% retirement income is a life 
annuity without refund. <A _ retiring 
member, however, may select a joint 
and survivor annuity for a reduced 
amount. 

If a member becomes totally and per- 
manently disabled after he: has received 
credit under the plan for 10 years he 
shall be continued as a member of the 


Weald Aetna 


Vice-president, Dies 


HARTFORD — Stillman F. West- 
brook, vice-president of Aetna Life, 
died in New York Wednesday after « 
long illness. He had been with the 











Ss. F. WESTBROOK 


company since 1926, when he became 
assistant treasurer in charge of farm 
mortgages. He was about 55. 

For many years he had been active 
in Hartford’s civic affairs, particularly 
in the Community Chest campaigns. He 
had served as national president of 
Community Chests & Councils, Inc. 

Born in Ogdensburg, N. Y., he was 
educated there and at Williams College, 
graduating in 1909. He served over- 
seas in the first war, and subsequently 
held several civic offices in Hartford, 
declining in 1931 to be a candidate for 
mayor. He was a trustee of Williams 
College, In recent years he had served 
as chairman of the central committee 
of the Connecticut Housing Authori- 
ties, in addition to serving on the local 
park board and the Metropolitan Dis- 
trict Commission. 


plan and the retirement benefits that 
have accumulated up to the time of 
disability will be paid to him starting at 
date of retirement. 

No payment is made upon the death 
or withdrawal of any member. Re- 
newal commissions become earned upon 
retirement. 

The contributory plan is in the hands 
of a board composed of representatives 
of the board of directors, agency force 
and home office employes. One year of 
service and full time employment are 
the only requirements. Each member 
may deposit monthly any definitely 
agreed upon sum up to 6% of total in- 
come but not exceeding $500 in any one 
year and the company will contribute 
an amount equal to 50% of the mem- 
ber’s deposit. A member may deposit 
an additional 4% of income with no 
matching company contribution. A 
member has full ownership of his de- 
posits with accumulated interest and 
will acquire additional equities depend- 
ing upon length of service with the 
company. For instance, after five years 
equity will include 15% of the com- 
pany’s contribution with interest. After 
20 years the equity is 100% of the com- 
pany’s contribution with interest. Any 
member withdrawing from the fund will 
receive the equity to which he is en- 
titled. A member becoming totally and 
permanently disabled after 10 years can 
receive the full amount in his account 
including full company contributions 
with interest or he can use this amount 
to buy a refund annuity. The full 
amount in the member's account in- 
cluding full company contributions with 


accumulated interest will be paid upon 
death. 

According to R. R. Brown, vice- 
president and actuary, Oregon Mutual 
believes that compensation for writing 
good business should be paid to the 
agent at the earliest possible moment 
and that moment is the time of paying 
the first year commission. The prompt 
ness with which an award is made after 
a service has been rendered increases 
the effectiveness of the compensation. 
Since Oregon Mutual is increasing the 
first year commission rather than to de- 
crease it and pay higher second and 
third year commission, this involves de- 
creasing first year commissions on poor 
quality business. The method focuses 
the agent’s attention on proper under- 
writing at the time the case is being 
written. 


Sam Harris Promoted 
Sam Harris, who for the past several 
weeks has been assistant to M. J. 





Metropolitan's Policy 


Loans Drop 50% 


BOSTON—Metropolitan Life’s 
policy loans for the first three 
months of 1943 were only 50% of 
those for 1942, the previous low 
year, Samuel Milligan, second 
vice-president, reported at the 
New England sales congress here. 
Loans during the first three 
months of 1943 were approxi- 
mately 50% of those during the 
like period of 1926, although there 
are 90% more policies now out- 
standing. 





Mullen, advertising director of Generai 
American Life, will take over his duties. 
Mr. Mullen enters service with the ma- 
rines. A graduate of the Missouri 
School of Journalism at Columbia, Ma., 
Mr. Harris has been in advertising 
agency work for a number of years. 
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FOR THIS WE FIGHT AND SERVE— 
“THE SECURITY OF THOSE 
WE HOLD DEAR.” 


YESTERDAY—TODAY—TOMORROW 


ALWAYS LIFE INSURANCE 
THE TRUE FOUNDATION FOR 
ECONOMIC SECURITY 





GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


E. P. Greenwood, President 


Houston, Texas 














Wilkins Is President 
of Statisticians 





Maintaining Efficiency 
Under Present Conditions 
Is Theme at Chicago 


L. E. Wilkins, resident manager of 
Joseph Froggatt & Co. at St. Louis, was 
elected president of the Insurance 
Accounting & Statistical Association at 
the annual meeting held at the Edge- 
water Beach Hotel, Chicago. He suc- 
ceeds L: R. Menagh, comptroller of 
Prudential. 

R. L. Hughes, statistician Guarantee 
Mutual Life, Omaha, was advanced from 
secretary-treasurer to vice-president, and 
C. <A. Herschel, assistant secretary 
Colonial Life, from assistant secretary- 
treasurer to director of publications. 


Elect Directors of Sections 


I. H. Wagner, controller of Business 
Men’s Assurance, who has been director 
of the life section for the last year, was 
elected secretary-treasurer. 
sections 


Directors of 


various elected were: Life, 








* IF YOU COULD VISIT 
BERTHA LOHEED, FIDELITY 
MUTUAL; MILDRED STONE, 
MUTUAL BENEFIT; BEA- 
TRICE JONES, GUARDIAN 
LIFE; LEANORA _ LICHT, 
EQUITABLE, N. Y.; ELSIE 
MATTHEWS, CONN. MUTUAL; 
CORINNE LOOMIS, JOHN 
HANCOCK; LILLIAN JOSEPH, 
HOME LIFE; LAURA DAVIS 


AND KATHRINE BUCKLEY. 
PENN MUTUAL— 

* a ca 
AND could ask any question 


you wished on the problem of 
selecting, recruiting and = super- 
vising women agents, the knowl- 
edge gained certainly would be 
most helpful in the light of to- 
day’s manpower squeeze. 

* * * 
THESE OUTSTANDING 
WOMEN MANAGERS AND 
PRODUCERS answer all your 
questions in a forthcoming “Man- 
agement Plans” issue—a_ valid 
guide to any effort you wish to 
make in this field. 
THE SPECIAL RELEASE is 
another illustration of the fact 
that during the course of each 
year, ‘‘“MANAGEMENT 
PLANS” brings its members 
feature after feature otherwise 
unavailable—as one manager ex- 
presses it, “If there were no rea- 
son for taking ‘Management 
Plans’ other than the fear of 
missing something that is reason 
enough.” 


PAUL SPEICHER 
Managing Editor 
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H. J. Stowe, Manufacturers Life, To- 
ronto; fire, A. D. Thomas, statistician 
Lumbermen’s Mutual of Ohio; casualty, 
N. O. Dubson, vice-president Pennsyl- 
vania Casualty; research, G. T. West- 
wood, assistant secretary American 
Automobile, and public relations, C. S. 
Cadwell, superintendent tabulating de- 
partment, Minnesota Mutual Life, who 
directed the association’s publicity dur- 
ing the last year. 

Insurance Director Paul F. Jones of 
Illinois in a welcoming address the first 
morning sounded what proved to be the 
theme of the entire meeting. He said it 
is up to the insurance companies to 
maintain their high standards of opera- 
tions in spite of conditions due to war- 
time economy and the manpower 
shortage. This keynote also was sounded 
by retiring President Menagh. He said 
the insurance companies must maintain 
their high efficiency and accuracy of 
operation with the manpower that is at 
hand. 


Lunsford Defends Taxation 


C. B. Lunsford, auditor Equitable 
Society, in a talk stressed that taxation 
is a necessary economic medium and is 
not an evil. The public, he said, should 
be educated to the fact that even though 
the insurance companies have large 
funds these should not be taxed away. 
They are not harmful concentrations of 
wealth, he said, but are the only means 
by which protection can be brought to 
the people in conformance to the Ameri- 
can way of life. Valentine Howell, vice- 
president and actuary Prudential, spoke 
on approximations. 

Wagner was chairman of the 
life section the first afternoon and Mr. 
Cadwell the second afternoon. The 
speakers included E. A. Carlson, B. M. 
A., Kansas City; H. F. Chadeayne, 
General American Life, St. Louis; F. W. 
Campbell, John Hancock Mutual Life, 
3oston; L. W. Elsworth, Southwestern 
Life, Dallas; Mr. Stowe; J. E. Hyman, 
Gulf Life, Jacksonville, Fla. There were 
two open forums, one on accounting 
problems participated in by C. D. Neff, 
Southwestern Life, Dallas; F. W. Camp- 
bell and J. E. Hyman, and the other on 
punched cards with H. J. Stowe, E. V. 
Hoff, Occidental Life, Los Angeles, and 
C. W. Carrel, Lincoln National Life, 
Fort Wayne, Ind. 

The association has a membership of 
195 companies, a slight increase. At- 
tendance at Chicago was over 275 


wld. 


Thoughts Advanced by Speakers 


Herman Behrens, board chairman of 
Continental Casualty and president of 
Continental Assurance, introduced Di- 
rector Jones of Illinois. Mr. Jones 
stressed that capital, industry and labor 
must lay aside all competition to aid in 
the war effort. He expressed the opin- 
ion that people as a whole are more 
than willing to sacrifice anything to win 
the war. Mr. Menagh in his presiden- 
tial address discussed the effect of war 
on insurance. He said manpower prob- 
lems should undergo constant study and 
all operations of an insurance office 
which are superficial should be elimi- 
nated so far as possible while maintain- 
ing the high standard of insurance com- 
panies’ operation. 

Mr. Howell of Prudential stated ap- 
proximations have a very definite place 
in the operation of any insurance com- 
pany. Any method of approximation 
should be thoroughly tested against 
some related items or an exact method 
before extensive use. It is the duty of 
insurance companies to use approxima- 
tions in so far as possible in order to 
alleviate the manpower problem so long 
as it does not impair proper manage- 
ment, he said. 


Dissertation on Taxation 


Mr. Lundsford of Equitable Society 
stated sound purposes of taxing are 
necessary in order to preserve the assets 
of any insurance company. The taxing 
of any company is a necessary means 
of gaining a definite control by 
state departments, he said. The various 


methods of state taxation should be re- 
viewed and an attempt made to bring 
all states on a common ground on the 
matter of taxation and at the same time 
avoid discrimination. Mr. Lundsford 
said the public must be educated to the 
problems of taxing the insurance busi- 
ness. 

In the life section meetings, the pa- 
per by Mr. Ellsworth on prepunched 
cards for premium accounting and sta- 
tistics probably was the outstanding 
contribution, Mr. Ellsworth pointed out 
that prepunched cards were a definite 
aid to manpower conservation and had 
proved their value so they should be 
considered by any company not using 
such a method in its premium account- 
ing work. 

The annual banquet was held the first 
evening. The second morning was set 
aside for the business session, company 
visits and individual conferences. 





Campaign Gets Good Results 

Life’s “round-up 
netted $4,085,779 
compared with 


General American 
campaign” in March 
business as 


in new 

$3,626,607 last year. Top individual 
producers were Claude V. Cochran, 
Kansas City; L. E. Hunt, Lubbock, 


Tex., and H. W. Pipkin, Knoxville, 
Tenn. The St. Louis agency led in 
written life business, with Little Rock 
the runner-up. 








Committee to Consider 
Compulsory Protection 


John Sharp Williams, insurance 
commissioner of Mississippi and 
president National Association of 
Insurance Commissioners, has ap- 
pointed a committee to study the 
social security act with reference 
to its proposed extension. The 
committee will make a thorough 
study of the Beveridge plan in 
England and also the recommen- 
dations of President Roosevelt. 
Jones of Illinois is appointed 
chairman, his associates being 
Jordan, District of Columbia, and 
Lockhart, Texas. 





Map Plans to Mark 

Ecker’s 60th Anniversary 
NEW YORK—Plans are under way 

for an appropriate celebration of chair- 


man F. H. Ecker’s sixtieth anniversary 
with Metropolitan Life on May 7. 





C. H. Thompson, agent for the Life 
of Virginia has announced as an inde- 
pendent candidate for the Augusta, Ga., 
city council. 





PROGRESS 


history. 











env") 
SSS 


| THE PILOT | 








PILOT LIFE 
MAKES OUTSTANDING 


The Pilot's gain of insurance during the first 
quarter of this year was 26 per cent greater 
than for the same period in 1942, and repre- 
sented the third largest increase for the same 
period in the Company’s history. What is more 
striking is the fact that the gain for the first three 
months of this year was larger than for the first 
quarter of 1941 — the year in which the Pilot 
made the largest increase in the Company’s 


In March, which was President’s Month, the 
field produced a record-breaking volume of 
business as a testimonial of appreciation and 
loyalty to President Emry C. Green. This mag- 
nificent record in President Green’s honor 
played a large part in the Company’s outstand- 
ing record for the first quarter of this year. 


PILOT LIFE 
INSURANCE COMPANY 


GREENSBORO, N. C. 
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Manpower Problem 
Most Serious One 
Facing Business 


BOSTON—The most serious prob- 
lem confronting life insurance at the 
present time is that of manpower, Sam- 
uel Milligan, second vice- president Met- 
ropolitan Life, stated at the New Eng- 
land sales congress here. It is difficult 
to determine how long the emergency 
will last but even when the war ends it 
will take a year or more before the men 
in the armed services will be back in civ- 
ilian activities. It must be recognized 
that the manpower problem is country- 
wide and is vitally affecting both field 
and home office forces, Mr. Mailligan 
pointed out. 

The continuation of adequate service 
to policyholders under wartime condi- 
tions is the most fundamental problem. 
It can be solved only by the closest and 
most understanding cooperation and co- 
ordination between the field and home 
othice. 


Holds Staff Conferences 


So that its principal officers are fully 
informed regarding the major problems 
of the business, Met tropolitan Life holds 
frequent conferences for its home office 
staff to determine company policy. First 
consideration has been given the men in 
the field and the clerical staffs in dis- 
trict offices because of the importance 
of maintaining efficient policyholder 
service. Not only have agents joined 
the armed services but gas rationing has 
added complications to the agents’ work. 
There has been a high turnover among 
clerks and as they are hard to get, it 
been necessary to eliminate all 
waste motion. A special priority com- 
mittee has analyzed this problem with 
help from the field and has already ef- 
fected a material savings in work time. 

The home office manpower problem is 
becoming increasingly difficult. One- 
third of Metropolitan’s home office male 
employes have gone into the armed 
services. Some of these have been re- 
placed so that male staff at present has 
been decreased by 20%. Mr. Milligan 
anticipates that another 10% will be lost 
within the next few months and if mar- 


has 


ried men with children are called to 
service, the force will be depleted by an- 
other 20%. The home office female staft 


has also been depleted as a result of 
niarriage and by married women leaving 
to be nearer their husbands in service 
or because of husbands’ improved finan- 
cial circumstances. Many of them are 
capable and experienced clerks. 

Seek to Effect Economies 

There are more opportunities for 
eliminating work justifiable in peace 
time but not essential during war at the 
home office than in the field offices. All 
divisions in the home office are being 
thoroughly studied in order to effect 
economies. This problem has been 
aided materially by improved economic 
conditions. Lapse rates are at a low 
point and policy loans and surrenders 
have dropped off considerably. 

New business is essential to maintain 
a life company in a healthy, progressive 
condition, which makes the maintenance 
of agency staffs of particular concern. 


In commenting upon the appointment 
of women agents, Mr. Milligan said that 


it is too early to determine the success 
of this move, although women are being 
used extensively in England. He pre- 
dicted that the trend in this direction 
will be accelerated if married men un- 
der 38 with dependent children are 
called into service. 

To maintain agency service at a high 
eficiency it is essential that agents be 
imbued with the thought that they are 
rendering a vital service. Every life in- 
surance dollar works three shifts; it 
purchases protection, helps finance the 
war and helps in the fight against infla- 
tion. It is also imperative that the pub- 
lic be acquainted with agent’s essential 
work through national advertising. 


War Bond Purchase 








Treasurer T. J. Griffin of Washing- 
ton National is here signing a check for 
$3,600,000 for the purchase of 2%% 
Treasury Bonds in the second war loan 
drive. Standing are Curtis P. Kendall, 
executive vice-president; C. B. Donahue, 
general agent at Hampton, Ia.; G. R. 
Kendall, president, and J. F. Ramey, ex- 
ecutive vice-president and secretary. 


SUN LIFE BUYS $20,000,000 


Sun Life of Canada has subscribed 
$20,000,000 to the U. S. second war loan, 
bringing its total investments in U. S. 
government bonds to well over the 100 
million dollar mark. It now holds more 
than $320,000,000 in bonds of the United 
Nations. 

IND. INSURERS TAKE $22% MILLION 

The member companies of the Indi- 
ana Association of Legal Reserve Life 
Insurance Companies subscribed for 
$22,500,000 of government bonds in the 
second war loan drive. 

EQUITABLE’'S LARGE HOLDINGS 

Including the $150,000,000 subscrip- 
tion to the second war loan last week 


Equitable Society’s holdings of U. S. 
government obligations now aggregate 


$762,893,697. 


Preservation of Capital 


Now Men’s Objective 

NEWARK—Preservation of capital 
is of greater interest to men of wealth 
than increasing the family fortune, be- 
cause of tax developments, E. B. Lan- 
dis, trust officer Chemical Bank & Trust 
Co., New York, told the Life Insurance 
& Trust Council of North Jersey at a 
dinner meeting here. The possibility of 
building fortunes, at least for the pres- 
ent is dimmed, he said. 

There are many advantages which re- 
main in purchasing life insurance and 
establishing trusts, although some bene- 
fits from such a course have been re- 
moved by action of Congress and the 
courts. He said the mere increase in 
the burden of taxation has made both 
insurance and trusts not only desirable 
but absolutely necessary if a man con- 
templates keeping his family fortune 
anywhere near intact. 

A novel provision in the new revenue 
law requires distributions made during 
the first 65 days of the taxable year 
from an estate or trust to be included 
for taxation in the previous taxable year, 
he explained. This was obviously 
prompted by the fact that in a few cases 
taxes were minimized by a provision in 


the trust instrument requiring distribu- 
tion of trust income shortly after the 
beginning of a taxable year. In this 


manner it could not be considered dis- 
tributable to the beneficiary during the 
taxable year and the tax would fall on 
the trust rather than the beneficiary. 

The orderly administration of estates 
is indirectly affected by this change in 
the law, Mr. Landis said. It frequently 
Was convenient and even necessary to 
withhold a reserve of income until the 
turn of the year, the result being a di- 
vision of income between the estate and 
the beneficiaries for tax purposes. Un- 
til the effect of this provision is clarified, 
action should be taken only with the 
advice of counsel to avoid possible 
double taxation, he concluded. 


Mutual Advances 
Cadwell, Willson 


H. B. Cadwell, assistant to the vice- 
president and manager of agencies of 
Mutual Life, has been appointed super- 
intendent of agencies. In addition to 
new responsibilities, Mr. Cadwell will 
assume those formerly handled by A. F. 
Haas, who has been appointed manager 
of the new, combined Philadelphia-Wil- 
mington agency. 

Paul B. Willson, agency assistant, has 
been advanced to administrative assist- 
ant and will take over the duties now 
handled by Mr. Cadwell. 

Mr. Cadwell joined Mutual Life in 
1912 at Pueblo, Colo., after serving in 
the war, he was named district man- 
ager for Pueblo. 

Started Two New Agencies 

In 1932 Mr. Cadwell established a new 
agency for the Mutual Life at Pueblo 
and became its manager. In 1937 he 
was transferred to Oakland where he 


N 





sistant to the vice-president and man- 
ager of agencies last year. 

Mr. Willson joined Mutual Life at 
Cleveland in 1921 and four years later 
was transferred to Lexington, Ky., 
assistant cashier. In 1932 he was 
pointed cashier at St. Louis and in 
received his appointment as agency 
sistant in the home office. 


as 
ap- 
1937 


as- 


Tell Results of Hospital Plan 


Connecticut General Life paid $13,000 
in benefits to its employes and _ their 
dependents last year under its hospital 
expense benefits plan, Claims totaled 
170, including $8,800 paid to employes 
and $4,200 for dependents. The three 
leading causes of hospitalization were 
childbirth, tonsilectomy and appendec- 
tomy. Several claims were also paid 
on dependents of men in service, whose 
coverage is being continued by Con- 
necticut General. Since the plan was 
adopted in January, 1939, approxi- 
mately 700 claims for more than 
$50,000 have been paid. 


The Occidental Club, 


organization of 





established another agency and became home office employes of Occidental 
its manager. He is the only Mutual Life of California, put on a minstrel 
Life manager who started two new show. A. D. Anderson, superintendent 
agencies for the company. Mr. Cadwell of the accident and health department, 
was called to the home office as as- was master of ceremonies. 
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AND WE'VE BOTH BEEN 


NOT GARDEN TOOLS ... 


SLOW? . 











“IT IS SYMBOLIC TO ME, JIM. 
SPECK THE DAY | STARTED WITH THE COMPANY 


IT’S BEEN A HEALTHY GROWTH, TOO, BECAUSE I'VE 
HAD THE RIGHT TOOLS TO WORK WITH... 
I'M TALKING ABOUT THE 
SALES HELPS THE COMPANY GIVES ME WHICH 
REALLY GET BUSINESS... 
. MAN, YOU'D BETTER WRITE RAY HODGES, 
SUPERINTENDENT OF AGENCIES, OF THE OHIO 
NATIONAL LIFE AT CINCINNATI, AND ASK HIM TO 
TELL YOU ABOUT OUR EASY-TO-USE, BUSINESS- 
GETTING SALES PLANS. HE'’LL ALSO TELL YOU ABOUT 
THE BIG OPPORTUNITY IN YOUR OWN TERRITORY. 
THERE'S A PEN ON THE DESK. WRITE HIM NOW!” 





IT WAS JUST A TINY 


GROWING EVER SINCE. 


NO JIM, 


YOU SAY SALES ARE 
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U. S. Charis Insurance Broadcast Is Fine Success 


(CONTINUED FROM PAGE 1) 





and without drawing on the manpower 
that would be necessary in a big way if 
the government had undertaken to write 
the insurance direct. 


Government Bond Investments 


Mr. Jones commended the part which 
insurance company funds are playing in 
providing materials of war through their 
investments in government bonds, say- 
ing that “as policyholders you can take 
satisfaction in the fact that your insur- 
ance dollars are doing double duty. 
While serving to protect you against 
possible losses from fires, accidents, ill 
health, etc., and to provide your families 
and loved ones with security, they are 
to a large extent being loaned to your 
government, which is under its greatest 


test, both financial and otherwise, since 
its birth.” 
Insurance is tremendously important 


to the future of America because it pro- 
motes independence of spirit through 
the exercise of foresight and the mak- 
ing of sacrifice to provide for the future, 
according to Mr. Carey. 

The insurance institution, he said, al- 
lows men to protect themselves and 
their families and their businesses from 
financial catastrophe. In the public in- 
terest it is strictly regulated by state 
laws and it operates upon tables of ac- 
tual experience. 

Face Future Without Fear 

“IT wonder how many of us stop to 
think how enormously important it is 
for the average young family to be able, 
with a reasonable yearly expenditure to 
face the future without fear,’ he said, 
“or at least without that type of fear 
which arises from acute financial worry 
due to death or incapacity. ... You men 
and women who are engaged in the 
life insurance business are a part of a 
process which both materially and psy- 
chologically has helped build an inde- 
pendence of spirit and attitude in Amer- 
ica. Likewise you who represent fire 
insurance should take great pride in 
being associated with a process which 
allows both individuals and companies 
at small cost to assure the replacement 
of their income and business structure. 
You who represent casualty insurance 
are performing an inestimable service in 
allowing, at ever so small a cost, Ameri- 
can citizens to protect themselves and 
their families against the dire effect of 
accident. In the same way, marine, 
fidelity and surety policies protect men 
in businesses against catastrophe... . 

“There is to me something tremen- 
dously fine and inspiring about the ef- 
fect of insurance because it is part of 
the web of the success which we have 
had and still can have in America... . 
Each of our institutions, of which insur- 
ance is but one, interrelates with all of 
the other political and economic and re- 
ligious institutions which make up our 
society.” 

Life After the War 

Mr. Carey declared that every thought- 
ful person is worrying about what life 
in America may be after the war. “Will 
the men who have given their very lives, 
have made the greatest of all sacrifices in 
vain because those with lust for political 
power, through brilliant promises for the 
future, wean us away from adherence 
to our constitution and our belief in pri- 
vate property? Will we through the 
tragedy of an excessive inflationary 
process so centralize government au- 
thority as to stifle future progress? Will 
we, through the impact of loose thinking 
and catch phrases and constant propa- 
ganda tend to seek security through reli- 
ance on government and thus lose for 
the individual that true security which 
comes from independence of spirit and 
personal initiative? Shall we absorb in 
the government to a greater and greater 
degree those private institutions in the 
insurance field which now offer broadly 


to us all protection against the many 
hazards of life.” 
Mr. Carey voiced the opinion that 


through public enlightenment the units 
of political power can be kept within 
reasonable scope. It is important for 
insurance and other leaders to enlighten 
the populace as thoroughly as possible. 
He suggested that the insurance busi- 
ness can do more to assist in bringing to 
the public consciousness the reasons that 
this has been a great country as well as 
the lines of development that must be 
followed in order to preserve the maxi- 
mum degree of freedom. In the struggle 
to produce a higher level of happiness 
and attainment, culturally, spiritually 
and economically for the whole popula- 
tion, there is a danger that the very soil 
from which these ideals must spring may 
be poisoned. 


Convincing Dramatic Episodes 


The part of the radio program which 
preceded Secretary Jones’ talk did a re- 
markably effective job of translating the 
role of insurance in the war effort into 
a series of convincing dramatic epi- 
sodes. After some preliminary material 
linking insurance with the four freedoms, 
particularly freedom from want and 
freedom from fear, there was a conver- 
sation purporting to take place among 
several soldiers on Guadalcanal. A sol- 
dier who has just learned _ that 
he is the father of a youngster, is 
expressing his gratification at the way 
his agent fixed up his life insurance. He 
has national service life insurance and 
the agent arranged the old policy so that 
the baby will be assured of an education. 

Another soldier then explains that his 
father left insurance that provided an 
income for the soldier and his sister un- 
til they grew up and then a life income 
for their mother. The soldier makes the 
point that the insurance provided for his 
education at engineering school. 


Mentions Service Program 


The radio narrator mentioned the 
volunteer program in army camps 
through which life agents are helping 
soldiers with their insurance programs. 

Illustrating the non-inflationary effect 
of money spent for life insurance, the 
second incident was a wild scramble of 
women attempting to purchase as many 
pairs of silk stockings as they could. 
The comment was that that is what hap- 
pens when people have more money than 
there are things to spend it on but that 
the dollars that go into life insur- 
ance are helping to fight inflation. 

To illustrate the accident prevention 
and safety service provided by casualty 


companies there was a dramatization of 
the heroic act of a nurse, Miss Cathleen 
Jackson, at a bomber plant which was 
under construction in Texas. An _ in- 
jured workman was lying unconscious 
on a girder at the top of the structure’s 
steel plane work and could not safely be 
moved until it had been ascertained 
whether this could be done safely. Miss 
Jackson was the only one present com- 
petent to do this and in spite of the 
strong wind she climbed the steel ladder 
to the top and examined the man and 
aided in bringing him down. The 
whistling of the wind as her foot steps 
were heard ascending the iron ladder 
was very realistic. 


Insurance Premiums Did It 


The narrator emphasized that “your 
insurance premiums made it possible to 
keep nurse Jackson on the job” and also 
mentioned accident prevention work on 
highways, railroads, building construc- 
tion and assembly lines, likewise in 
health campaigns, fire prevention, scrap 
drives and war bond campaigns. It was 
emphasized in all these activities the in- 
surance agent and insurance dollars have 
but one important object—winning this 
war. 

Then there was a fire incident that 
sounded very convincing. It was sup- 
posed to be in a tank plant and there 
were sounds of crackling flames, walls 
caving in, people shouting, and finally an 
explosion as fire reached the place where 
munitions were stored. 

The narrator then emphasized that 
this was a fire that didn’t happen and 
went on to cite the work of fire compa- 
nies in safeguarding production, in in- 
specting city water supplies, city fire- 
fighting equipment, and even the fire 
hydrants to see that the pressure is cor- 
rect: 

Dr. James S. McLester of Birming- 
ham, Ala., who was to speak before the 
U. S. Chamber of Commerce insurance 
section Wednesday and give the health 
awards, found it impossible to be 
present. 


Horatio Bond, chief engineer of the 


National Fire Protection Association, 
and Col. W. C. Bentley of the army air 
forces, now on duty with the intelli- 


gence service, were the speakers at the 
presentation of fire prevention and 
health awards. 


Ralph Smith, supervisor of agencies 
of Travelers, spoke at a_ luncheon 
meeting of the Century Club of its 


central Philadelphia branch. 
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commodities. This view is further em- 
phasized by quotations from Benjamin 
Franklin, Alexander Hamilton, Theo- 
dore Roosevelt and numerous insurance 
executives. Hamilton is quoted as say- 
ing, that “the power to regulate com- 
merce included . _the regulation of 
policies of insurance.’ 

“No other branch - commerce is so 
fundamentally interstate in its nature as 
fire insurance,’ the brief states. “The 
very rates upon which it subsists must 
be established, not on the experience of 
one state, but on the average of all 
states. The law of averages and the 
theory of diversification and distribution 
of risks are the basis of the business of 
fire insurance. ... In fact the insurance 
written by most of the defendant fire 
insurance companies in their states is 
small in comparison with their interstate 
business, which produces the majority 
of their premium income.” 


Brief of the S.E.U.A. 


The S.E.U.A. brief filed on April 16 
presents a more closely knit argument 
along the lines expected. “Fire insur- 
ance is not commerce. Fire insurance is 
regulated solely by the states. The in- 
dictment may be sustained only by hold- 
ing that fire insurance is commerce and 
by superseding state regulation to the 
injury of the states, the fire insurance 
companies and the policyholders. The 
indictment does not on any construction 
state facts sufficient to constitute an of- 
fense under the Sherman act.” 

Elaborating on these points the S.E 
U.A. brief states that the “defendants 
do not here raise the issue of the power 
of congress to legislate concerning fire 
insurance; they assert that congress by 
the Sherman act has not so legislated.” 
After terming the indictment as being 
“so general in nature as not to be sus- 
ceptible of detailed summarization’ the 
brief asserts that “the indictment is 
broad and general terms purport ini- 
tially to describe the nature and opera- 
tion of fire insurance all based on a defi- 
nition of fire insurance as a ‘commod- 
ity,’” a view from which the brief dis- 
sents on the basis of Paul vs. Virginia 
and following decisions. 





It is not the number of hours that 
a man puts in, but what the man puts 
in the hours that counts. 

Goals build a spirit of determination 
and of persistence. 
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ourt Upholds Il. 
Unemployment Tax 
on Agents 1937-41 


Circuit Judge Feinberg handed down 
a decision in Chicago holding that New 
York Life must pay the Illinois unem- 
ployment compensation tax on its 
agents’ commission earnings from the 
inception of the tax in 1937 to July 1, 
1941, when the act was amended spe- 
cifically to exclude insurance agents and 
solicitors compensated solely on a com- 
mission basis. The decision probably 
will be appealed to the Illinois supreme 
court. 

The case is of great interest to other 
life offices and to fire and casualty offices 
that accepted business from agents or 
solicitors during the 1937-41 period, 
since the state labor director contends 
they also owe the tax. The Illinois un- 
employment compensation commission 
last year secured from many of the 
offices and companies waivers of the 
statute of limitations so as to avoid the 
necessity of filing suits against all them 
at that time. The intention was to let 
the New York Life case stand as a test 
case, and although it will not necessarily 
be binding on any insurance company or 
office other than New York Life, it prob- 
ably will be accepted by the other offices 
and companies as decisive. It is esti- 
mated that between $1,000.000 and 
$2,000,000 of unemployment tax liability 
for the 1937-41 period is involved. 

Since the “Nylic” plan for New York 
Life agents consists of an extension of 
commission, it did not figure in the case 
in any material way. 


Arguments Presented by N. Y. Life 


Joseph W. Townsend of the firm of 
Scott, MacLeish & Falk, in arguing 
against the application of the tax by the 
state labor director said that New York 
Life agents are compensated solely by 
commission; that the federal social se- 
curity system with which the Illinois act 
is necessarily integrated excluded insur- 
ance agents paid by commissions, and 
that the Illinois legislature did not intend 
that agents working on commission 
should come under the act. The con- 
tract is under control of the company 
but not the agent, and the company 
itself does not solicit business, Mr. 
Townsend argued. The New York Life 
petition also. states that since the 
amended portion of the act has no date 
when it shall go into effect, it consti- 
tutes a clarification of the legislature’s 
original intention of excluding agents 
trom the outset. Another point made by 
New York Life was that although the 
labor director’s assessment would cost 
the insurance company many thousands 
of dollars, its agents would not be en- 
titled to any benefits under the act, be- 
cause the period in which they are al- 
leged to owe the tax has long passed. 

The circuit court in Chicago has up- 
held the labor director in the latter’s 
rulings interpreting the applicability of 
the unemployment compensation tax in 
practically all cases, and the Illinois 
supreme court generally has upheld the 
labor director’s ruling. 


For comprehensive data on companies, 


contracts, costs, values, options, ete., get 
the “Unique Manual-Digest” from Na- 


tional Underwriter. $5. 





GROUP HEALTH & ACCIDENT 
SUPERVISOR 


WANTED a man who is familiar with 
group Health and Accident insurance 
to train men and supervise branch 
offices. Headquarters in Chicago. 
Qualified man will make $300 to $400 


a month. 


FERGASON PERSONNEL 


Insurance Personnel Specialists 
166 W. Jackson Blvd., Chicago, Ill. HAR. 9040 
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JAMES L. MADDEN 


Vice-President James L. Madden of 
the Metropolitan Life is chairman of the 
insurance section of the U. S. Chamber 
of Commerce and presided over the 
meeting of the division in New York 
City this week. He was formerly man- 
ager of the chamber’s insurance depart- 
ment. 


Governor Vetoes Michigan 
Investment Measure 
LANSING, MICH.—Governor Kelly 


has vetoed the bill liberalizing invest- 


ments of life companies domiciled in 
Michigan. He stated that the legisla- 
ture has gone further in the liberali- 


zation than the original bill had provided 
and beyond the bounds of safety. The 
bill originally permitted the purchase of 
preferred stocks but an amendment 
included common stocks. 

“Most states,” the governor stated, 
“prohibit life from investing in common 
stocks and I am informed by the Michi- 
gan department of insurance that Michi- 
should be prohibited 


gan companies 
from buying or investing in common 
stocks, having in mind that the very 


nature of the life insurance business in- 
volves the payment of funds to widows 
and orphans whose money held in trust 
by life companies should not be used for 
speculative investments. It seems to me 
that this is a good policy to follow to 
protect the beneficiaries of life insur- 
ance policies.” 


Plans for Commissioners’ Meeting 
BOSTON—Owing to wartime condi- 





tions social functions at the annual 
meeting of the insurance commissioners 
in Boston June 7-10 will be very 
limited but plans are being laid to 


make the visit of the state supervisors 
as pleasant and comfortable as_ possi- 
ble. It is now being planned to give 
two formal dinners, one on the evening 
of the second day and another on the 
evening of the third day, one spon- 
sored by the New England companies 
and the other by the agents associa- 
tions. On the last day of the conven- 
tion, the final meeting will be held in 
historic old Faneuil Hall with special 
exercises. 





To Discuss Statement Forms 


A discussion of features of the “Im- 
proved Form of Convention Statement” 
will feature the meeting of the Actuaries 
Club of Boston May 7, with John 
Miller as chairman. The advantages 
over the present blank and changes nec- 
essary in making up the blank will be 
taken up. There will also be considera- 
tion of model bills for valuation and non- 
forfeiture benefits; new bills in the leg- 


Presides Over Deliberation ‘s!#tures 


of Massachusetts and other 
states; plans under consideration for 
group insurance on a permanent basis 
and war clauses. 


Bankers Mutual Changes 
Explained at Meetings 


Actuary-Secretary George French and 
Vice-President-Agency Director L. H. 
Engstrom from the home office of 
Bankers Mutual Life of Freeport, IIL, 
met with the agents in Missouri and 
southern Illinois in St. Louis Saturday, 
and presented the new rate book and 
policy plans on a 3% basis. Supervisor 
G. H. Tribler conducted an enthusiastic 
sales congress in conjunction. Eng- 
strom and French met with the agents 
from northern Illinois and western 
Michigan at Chicago Wednesday of this 
week. About 45 agents attended. A 
similar meeting was held in Detroit 


Thursday for the agents of eastern 
Michigan and Detroit. This meeting 


was in charge of General Agent Dorr 
Frisbee and Agency Manager Lee Grant 
and Supervisor Russell S. Haight. The 
meeting was attended by 50 agents. 

So far in April production of Bankers 
Mutual is 100% ahead of that last April. 
During April there has been a spirited 
contest between the agents of Michigan 
and Illinois. 





Lincoln National Agents 


Stage Drive for McAndless 


President A. J. McAndless will be 
honored in May by agents of Lincoln 
National Life in a special president’s 
month drive. The individual who pro- 
duces the largest volume of business in 
May will be awarded an honor scroll. 
Other prizes will include a_ personal 
memento award autographed by Mr. 
McAndless, and sales coupons for rep- 
resentatives having a greater volume. 
Agents who recruit a new agent in ad- 
dition to obtaining a specified amount 
of business will be awarded war bonds. 

Besides individual competition, there 
will be a contest among the agencies. 
Special president’s month plaques will 
be awarded to leading agencies which 
have been divided into four classes by 
size. Winners will be determined on 
the basis of largest average production 
per agent. 


W. I. Myers Mutual Trustee 


William I. Myers, professor of farm 
finance at Cornell University, governor 
of the Farm Credit Administration from 
1933 to 1938 and president of the Fed- 
eral Farm Mortgage Corporation from 
1934 to 1938, has been elected a trustee 
of Mutual Life. 
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% Defenders of Home, Family, 
Nation—through Life Insurance 
... that’s the job which State 
Life Agents—and other Faithful 
Agents—have undertaken for 
the Duration... They are 
Fighters for Victory! 
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Ponders Wartime 
Selling Aids 


(CONTINUED FROM PAGE 3) 
work schedules, tactful correspondence, 
regional meetings, intelligent publicity 
and recognition of merit. B. N. Mills, 
Bankers of Iowa, said that most agents 
will respond effectively when given a 
good reason to act. 


Others Tell of Methods 


Arthur W. Theiss, Ohio National, de- 
scribed the methods used by his com- 
pany in its greatly expanded direct by 
mail program. Ohio National is sending 
out 10,000 letters a month in its direct 
mail work, 10 times more than formerly. 
Mr. Theiss said that his company has 
learned that it is one thing to produce 
sales material and another to show 
agents how to use it, and as a conse- 
quence he and others of the Ohio Na- 
tional official family spend considerable 
time in the field acquainting agents with 
the most effective ways of making sales 
promotional material produce results. 

George Pease, Equitable of Iowa, 


Vas 


the discussion leader on “prospecting.” 
He told how direct mail can help the 
agent uncover needs, build prestige and 
good will and often take the place of 
preliminary interviews. He described 
Equitable’s new direct mail program, 
which consists of 12 letters. Nan Lough- 


ran, Old Line Life, outlined the success- 
ful prospecting plans that have been 
used by its agents specializing on war 
workers. A. B. Olson, Guarantee Mu- 
tual, said that “forces from without such 
as men in service and new tax legisla- 
tion are becoming increasingly potent 
influences among the families of men in 
the service and are emphasizing the im- 
portance of adequate life insurance.” 
R. A. Walstrom, Continental Casualty 
and Continental Assurance, told how the 
agents got their business through the 
two companies’ multiple line set up. 


Wade on Building Good Will 


Harry V. Wade, Standard of Indiana, 
was the discussion leader when “Build- 
ing Good Will” was considered at the 
opening of the second day’s session. He 


said that the marginal agent is out of 


the picture for the duration and _ pre- 
dicted that the good agents remaining 
in the business will make more money 


in 1943 than ever before. He also ex- 
pressed the opinion that life insurance 
public relations should be approached 
more through the individual agent than 
with the emphasis on the home office. 

Z. Starr Armstrong, Republic Na- 
tional, stressed the importance of select- 
ing agents whose character and com- 
munity interest have already given them 
prestige. He said, “the agent must like 
to work with people. He must serve his 
community, cooperate in the affairs of 
our business and serve his clients so 
well that they talk voluntarily and favor- 
ably about him.” 


Use of Advertising Novelties 


The place and use of novelties in 
building good will was touched upon by 
H. S. Jacobs, Equitable of Iowa. He 
displayed a number of the novelties 
which had been used effectively by his 
company and made the point that the 
cost of the novelty itself is not nearly 
so important as the manner of its use. 
Alan M. Kennedy, Northwestern Na- 
tional said, “advertising as a builder of 
good will may eventually prove to be of 
broader usefulness to business than it is 


as strictly a maker of sales.’ He added 
that there are many other avenues of 
contact with the public which are 


equally important or even more so, men- 
tioning especially the personal dealing 
with clients by members of the com- 
pany’s home office or agency staff. 
Tripp, treasurer and advertising 
manager Ministers Life & Casualty 
Union, led the discussion on serving 
policyholders. He said that the re- 
sponsibility is upon the home office to 
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First subscription to the government’s second war loan in Los Angeles was Pacific 
Mutual Life’s $9,000,000 check tendered by Vice-President R. W. Cross, and accepted by 


Lt. Col. Roscoe Arnett of the marines. 


Col. Arnett, who is in charge of recruiting for the marine corps in Los Angeles, 


was a Pacific Mutual agent at San Diego. 


show the agent that the service motive 
is essential to his success. J. Fisher, 
Country Life, a company operating in 
the rural communities only, outlined the 
ways in which his company is keeping 
its agents fully informed regarding Na- 
tional Service Lite Insurance and other 
matters of importance affecting life in- 
surance. QO. R. Jackson, Postal Life & 
Casualty, showed the importance of 
careful, considerate correspondence with 
policyholders as a means of conveying 
the desired impression and encouraging 
a friendly attitude. 

Russell B. Reynolds, American Mu- 
tual, said that the usual plans carried out 
in the name of “policyholders service” 
do not suffice in war time. He con- 
tended that policvholders should be im- 
pressed with the importance of the con- 


tribution which life insurance is making 
to the winning of the war. A. W. 
Tompkins, State Farm Life, emphasized 
the importance of personal calls on pol- 
icyholders by agents as the best builder 
of good will. 

Homer J. Buckley, president Buckley, 
Dement & Co., Chicago direct mail spe- 
cialists, concluded the meeting with a 
luncheon address. “Recognizing that it 
costs money to place a policyholder on 
the books, the purchaser of life insur- 
ance should never be marked ‘sold,’ 
Mr. Buckley maintained. “Rather,” he 
declared, “strenuous efforts should con- 
tinuously be made by life companies to 
maintain contact with policy owners, not 
only through their agents but through 
intelligent use of attractive direct mail 
advertising.” 


L.A.A. were present: A, 
Equitable of Iowa, 
president; Harry V. Wade, Standard of 
Indiana, treasurer; Z. Starr Armstrong, 
Republic National, and C. Sumner Davis, 
Provident Mutual. 

Martin J. Mullen, director of publicity 
General American and a member of the 
committee that planned the meeting, 
was not on hand. He has just been made 
a captain in the Marine Corps. 

Two successful advertising women at- 
tended all the sessions. They were Nan 
Loughran, Old Line Life, who was one 
of the speakers, and E. E. Fleming, 
sistant treasurer Postal Life & Casualty. 

Harry V. Wade, Standard of Indiana, 
limped into the meeting on crutches. He 
sprained his ankle last Sunday when he 
fell from his motorcycle on the way 
home from church. For some time Mr. 
Wade has been using a motorcycle to 
conserve gasoline and automobile tires. 

Z. Starr Armstrong, Republic National, 
traveled all the way from Dallas to at- 
tend both the North Central Round Ta- 


of the 
Scott Anderson, 


mittee 


as- 


ble and the executive commitee of the 
L.A.A. that followed the meeting. He 
was appointed recently to succeed 
Micou F. Browne, Occidental of Raleigh 
on the L.A.A.’s executive committee. Mr. 
Browne is now an army captain sta- 
tioned in North Africa. 


assistant superin- 
Central, made 


Harold P. Winter, 
tendent of agencies Union 
the shortest talk of any of the sched- 
uled speakers. Appearing at the end of 
a long session, Mr. Winter said he would 
be as brief as possible. “I am happy to 
be here, that’s the beginning of my 
speech,” Mr. Winter said. “Thank you, 
that’s the end,” he concluded. He was 
given a rousing round of applause. 

The eocktail party Monday evening 
was gay and festive, providing a pleas- 
ant mingling of the forces. 

M. A. Hyde, vice president Security of 
Lincoln, made his first appearance at a 
North Central Round Table and enrolled 
his company as an L.A.A. member. 

Leo G. MeManus, agency secretary 
United Benefit, and H. P. Lindsley, edu- 
cational director Farmers & Bankers, 
both scheduled to give talks, were un- 
able to make the trip to Chicago 

There was a registration of 38. Friends 
and camp followers swelled the group 
to a total of about 50. 


The prize winning “exhibits by mail,” 
assembled by Russell B. Reynolds, 
American Mutual, were on display in the 
rear of the convention room. They at- 
tracted a large number of interested 
“lookers.” 


Increase your uccident sales with ideas 
from the Accident & Health Review. $2 
a year, 175 W. Jackson Blvd., Chicago. 
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Life rete Tax 
Deduction Sought 


(CONTINUED FROM PAGE 1) 
tion, Senator Bridges said the nation is 
seeking ways to curb the present trend. 
He held his bill will be a step toward 
halting inflation because nothing could 
be more anti-inflationary than money in- 
vested in life insurance policies. 

In the victory tax a recognition was 
given to these problems and the prin- 
ciple of exemption of life insurance pre- 
miums from tax was established, the 
senator pointed out. “To the insuring 
public it is a token of consideration but 
it is also an admission, plainly but 
weakly uttered, that life insurance is en- 
titled to tax consideration. If you wish, 
it is a confession that life insurance 
must not be taxed out of existence.” 


Lifeline of Dependency 


“Life insurance is basically and funda- 
mentally a lifeline of dependency,” the 
senator stated, “but as great as is life 
insurance is, it cannot be considered a 
thing mechanical. <A policy will not 
function itself. In a sense it reflects the 
heartbeat of its human owner. Each 
year we pay a premium and our insur- 
ance continues to exist. Stop that pre- 
mium for long, and the life blood which 
we endeavored to keep flowing is halted. 

‘Today we are beseeched and _ hard- 
pressed by powers which threaten to en- 
eulf our very existence. Everywhere 
there are rising costs of living, higher 
taxes, greater demands and obligations 
than ever before. 

“To meet this many people he this 
nation have had no increase in income 
as a result of the war. While some 
classes have had their income increased, 
the bulk of our middle class of citizens 
have not; yet their increase in living 
costs are the same. Faced with this 
situation, many of these citizens, the 
backbone of America, are having serious 
difficulty in continuing payment of life 
insurance premiums. It is essential that 
life insurance be maintained by these 
individuals,” the senator declared. 

“In the youth of one’s life an insur- 
ance policy forms a basis for savings. 
When man’s obligation increases, such 
a policy takes on the form of actual pro- 
tection for his family. In the twilight 
years of the life span insurance con- 
tinues its protective measures, and pro- 
vides the relief and security of its origin. 

“All of this may be wiped out unless 
we take steps now to protect ourselves 
so that our protection of our families 
may be forever secure. 

“The financial bulwark of the average 
home in America is life insurance. Many 
people in the years before this terrible 
struggle purchased policies to make 
secure this type of financial security. 
The premiums on this insurance must be 
paid. 

“Having established this form of fam- 
ily security, many men are finding it in- 
creasingly difficult to keep up these pay- 
ments and at the same time keep on 
buying bonds, paying taxes, and keeping 
up with the ever-increasing cost of liv- 
ing. The Bridges bill will help meet 
these problems,” he pointed out. 


Time for Action 


“Now is the time for action,” Senator 
3ridges declared. “That is why I intro- 
duced the bill on April 19. The date and 
the bill are symbolic of New England’s 
fight for independence and recognition, 
for that is the anniversary of that day 
when our forefathers fought for their 
rights at Lexington and Concord Bridge. 
“Mr. Insurance Agent, your obligation 
to your policy holders does not end in 
the sale of a policy. Mr. Life Insurance 
Official, your obligation begins with the 
enrollment in your company of the 
policy holder. 

“It has disturbed me greatly at times 
to see the very casual interest taken by 
too many life insurance executives and 
officials in vital national problems, par- 


ticularly the problems which directly 
and indirectly affect the policyholders 
you represent. 

“Let me say as a life insurance policy- 
holder that I believe insurance officials 
have a very definite obligation, not only 
to solicit business from the public, but 
also, once that business is solicited and 
funds held in trusteeship for individuals, 
to make sure that both policyholder and 
his loved ones who would benefit are 
protected. 

“When things are happening in this 
nation which vitally affect the policy- 
holders, in my judgment it is the duty 
of the insurance officials to arouse them- 
selves from any indifference they may 
have or any fear they may have and go 
forth to inform their policyholders of 
the facts and enlist their support in 
fighting the fight for their mutual pro- 
tection. 

“Enactment of the Bridges bill will 
provide equality and justice in the face 
of burdened budgets; it will give at least 
the family man assurance his effort to 
provide for his family protection is not 
in vain. 

“Life insurance is truly an American 
institution, an organized, sane system 
of social security. It must be preserved, 
for upon it rests the fundamental basis 
for which we must all fight—home and 
family, two things even a tax-conscious 
and war-burdened United States must 
recognize.” 


N. Y. Governor 
Signs Salary Bill 


NEW YORK—Governor Dewey has 
signed the Hampton bill giving the life 
companies greater latitude within the 
over-all expense limitation and permit- 
ting them to pay salaries to agents even 
after their second year. 


Thomas Reelected Director 


John M. Thomas, president National 
Union Fire of Pittsburgh, was reelected 
an insurance director at the annual meet- 
ing of the United States Chamber of 
Commerce this week. Chester O. 
Fischer, vice-president Massachusetts 
Mutual Life, was reelected a director for 
his district in New England. 


Guertin Bills Win in Wis. 

MADISON, WIS.—The legislature 
completed action Tuesday night on 
three of the most important insurance 
bills presented at this session when the 
assembly concurred in senate passage 
of measures recommended by the insur- 
ance department. 

Two bills relate to the Guertin com- 
mittee’s model measure recommended 
bv the commissioners association. An- 
other permits corporation directors to 
insure the life of an officer or agent 
and continue such payments after his 
severance from the service, if this in 
the interests of the concern. The gov- 
ernor‘s approval is anticipated. 


Trade Union Licensed 


The Trade Union Accident & Health 
of New York City has been licensed 
by its state department. It has $100,000 
capital and $50,000 surplus. Samuel 
Markewich is president; Samuel Wol- 
chok, vice-president; William Feinberg 
and Harvey Rosen, vice-presidents, and 
David Lipsky, secretary. 





Average Canadian Policy $2,009 


TORONTO—tThe average life insur- 
ance policy sold in Canada is for $2,009, 
according to a survey by the Canadian 
division of the Retail Credit Company, 
based on sales made mostly in August, 
1942. Practically all Canadian compa- 
nies were included. In that month, 
20,000 applications for insurance were 
made for a total of $40,195,007. Of the 
applicants, 76.7% were males 16 years 
of age and over; 13.1% females 16 years 
and over, while the remainder were 
children of both sexes. 


Densmore Dallas 
Continental G. A. 


Leo N. Densmore, who has been in 
the life insurance business in Dallas for 
12 years, has been appointed general 
agent there for Continental Assurance 
with offices in the Kirby building. A 
native of Superior, Wis., he graduated 
from University of Oklahoma in 1926 
and then worked for five years as a 
geologist in the oil business. He moved 
to Dallas in 1931 to engage full time in 
life insurance. During his first year he 
produced $300,000 and has kept up that 
pace consistently. He is a C.L.U. and 
specializes in estate planning. He is a 
member of the board of stewards, 
Cochrane Chapel, Methodist Church. 


Wartell Agency Manager 
of Globe Life in Chicago 


Gerald L. Wartell has been appointed 
agency manager by Globe Life of Chi- 
cago with headquarters in the home of- 
fice branch. He has held several man- 
agerial posts in the insurance business 
over the last 12 years, and built sales 
organizations which specialized in an- 


aes to Los Sian 
Post for Conn. Mutual 


Barney Nudelman has been appointed 
associate general agent in the Phinehas 
Prouty agency of Connecticut Mutual 
at Los Angeles. He has been general 
agent at Albany for the past nine years, 
from which post he resigned for per- 
sonal considerations having to do with 
the health of his family and their de- 
sire to live in a milder climate. Mr. 
Nudelman has been with Connecticut 
Mutual 17 years, the first eight with 
Stratford Lee Morton, general agent at 
St. Louis. 


nuity types of investments and life and 
annuity contracts. 

Mr. Wartell was appointed Chicago 
district manager of the guaranteed life 
annuity department of Franklin Life in 
February, 1941, and later merged it with 
the F. J. Budinger general agency of 
Franklin in Chicago, continuing in this 
special field. 

He also has a fine record as a consist- 
ent personal producer. 


H. S. Wilson, president of Bankers 
Life of Nebraska, attended an agency 
meeting of the Cecil K. Dean Kansas 
agency in Wichita. 
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meet your new partner! 
Our new, revolutionary Q-V-S COMPENSATION PLAN is an 


ever-present partner for Managers and Field Underwriters 
working with them on every call, with every dollar of business, 


thruout the years. 


Here’s a plan that pays substantially better-than-average for 


Quality, Volume, Service. 
earning structure; 


newal income twice as fast during 
early renewal years; *Service Com- 
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of policy; *Performance Bonus 
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Veto of the Guertin Bill in N. Y. 


an impres- 
successes, Governor 
veto of the Guertin-type bill 
passed by the New York legislature has 
a significance that might not have come 
had approved this important 

In_ his 
Governor 


is a setback 


of 


Though it 
sive string 


Dewey’s 


out if he 


routine fashion. 
memorandum 

made it clear that he was not 
passing the merits the bill but 
merely wanted to be sure that the task 
modernization of life insur- 


measure in a 
accompanying 
Dewey 
on of 


of complete 


ance policies “should only be adopted 
after an exhaustive study.” 
Since every conceivable angle of the 


bill has been studied by the companies 
which would issue the contracts and the 
department, which represents the public 
and all parties have agreed on the final 
form submitted to the legislature, Gov- 
ernor Dewey’s statement can only mean 
that he wants to study the measure him- 
to have 
adviser do it. 
The 
action 
constitutes to the semi-ignorant critics 
the life insurance business who al- 


self or some trusted personal 


the governor’s 


is in the unintentional rebuke it 


significance of 


of 


ways know just what is the matter with 
it and what should be done to remedy 
the situation. The fact that Governor 
Dewey’s memorandum calls the modern- 
ization task delayed” shows that 
he is not one to delay the change further 
Yet he prefers 

until can 
determine for himself what the bill is 


“long 


for any trifling reason. 
to postpone this change he 
and what it will accomplish. 

As far as the state of New York is 
concerned it will not make much dif- 
ference if the bill is passed next year 
rather than this year though the prestige 
of the empire state and its reputation of 
would have had an 
influencing similar 
have not al- 
However, 


being the bell-cow 
important effect in 
legislation in states which 
ready enacted Guertin bills. 


there is some solace in the fact that 
Governor Dewey, keen minded though 


he is, wants to take ample time to study 
this bill and really understand it, for 
this action stands as the best possible 
evidence to cite to those who are im- 
patient with the life insurance business 
because it is so complicated that they 
can’t learn all about it in five minutes. 


A Business Built on Sound Ethics 


It is gratifying in these days to have 
a very graphic and impressive example 
of a business having been built along 
very successful and prosperous lines by 


adhering to a straight course of ethics, 
sound rules and a noble philosophy. 
Those who had the opportunity of lis- 
tening to Chairman C. A. Craig of the 
National Life & Accident of Nashville 
explain the humble beginnings of that 
institution with its $15,000 of assets 
and trace its steps by decades until it 
now has $111,461,864 and has just 
passed the billion dollar mark of life 


insurance in force could not help but 
feel a sense of pride in what had been 
3ut that is not all. This 
not by 


accomplished. 


great record was. achieved 


speculative, plunging, high pressure, 


devious, claim shaving methods. There 
no tricks in its trade. 
It was built by 
It might be 


by the hard 


There were 
logical 


were 


no short cuts. 
sensible 


to 


and processes. 


said have been built 
way. 

Chairman Craig left the greatest im- 
when he told about the prin- 
followed in this 


The found- 


pression 


ciples that were re- 


markable building process. 


ers of the National L. & A. felt that it 
was possible to achieve success by 
honest and capable management. 


Coupled with the conscientious regard 
for business ethics was a wise and pro- 
management. In the first 
was the temptation to raid 
and start an agency 
in that way but the National L. 
people declined to do this. They 
adopted the policy of not taking 
any agent the business of a com- 
petitor. Thus in its early days the pol- 
of fair not only with pol- 
icyholders was set 
forth. 

When the founders delved into the 
little institution they acquired, it 
was found that its policies were very 
limited and very restricted. 
The at devised far 
more contracts and made them 


gressive 
place there 
other companies 
force 
& A. 
early 
nor 


dealing 
but 


icy 
competitors 


had 
in benefits 
new owners once 
liberal 
retroactive. 
Probably 


wise 


the 
business 


most striking example 
was the 
plan followed in settling claims. Chair- 
man Craig said that in the first place 
it was determined to pay all just claims 
promptly and pleasantly. If there were 
unjust and illegal claims they were to 
be but firmly. 
Where there was doubt the policyhold- 
given the benefit. 


of philosophy 


rejected pleasantly 


er was to be 
This policy, it 
ing, could not have been put to a more 


may be said in pass- 


test in any other branch of in- 
surance. The National Life & Accident 
at its beginning wrote accident and 
health insurance chiefly on the weekly 
payment plan. It has on its books 
thousands of colored people. Naturally 
in dealing with industrial business its 
policy owners are in the lower income 
brackets and have not the opportunities 


severe 


for studying business methods and as- 
saying business practices. Notwith- 
standing the character of the policy- 
holders Chairman Craig declared that 
the company followed this policy of 
paying benefits regardless of creed, 
race or age. 

It is inspiring, therefore, to come in 
contact with the business administra- 
tion that has demonstrated the fact 


that a large and growing business can 
built eee honest and 


be itt ea 
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straightforward manner. 

The billion dollar mark of life insur- 
ance in force is more remarkable when 
it is remembered that the company did 
not start writing life insurance until 
1920. Until that time it had been an 
industrial accident and health company. 

The chairman stated that the princi- 
ples adopted by the founders, and there 
are two still in active harness, he him- 
self and President C. R. Clements, are 
espoused the junior executives, 
There has been brought to the com- 
pany a body of young officials who have 
inherited the traditions and platform of 
the founding fathers. He said that this 
policy would continued because 
these younger men have seen the pos- 
business building by 
It 


by 


be 


sibility of 


honesty and conscientious practices. 


great 


is a fine example to follow. 








PERSONAL SIDE OF THE BUSINESS — 





Ray S. Alexander, agency secretary of 
Volunteer State Life, and Mrs. Alexan- 
der announce the birth of a son, Wil- 
liam S. Alexander, II. This is the sec- 
ond child in the household, the first 
being a daughter. 

Howard Blanton, agency vice-presi- 
dent of Volunteer State Life, is now 
back on the job after having been laid 
up for several weeks with a broken leg. 

W. Reginald Baker of Newark is 
starting his 55th year of service with 
Mutual Life. He will celebrate his 71st 
birthday Aug. 12. He is a past presi- 
dent of the Life Underwriters Associa- 
tion of Northern New Jersey. 

J. A. Howard, who for 20 years has 
been in charge of Miami business for 
Independent Life & Accident and has 
been elected executive vice-president, 
was tendered a banquet by friends in 
Miami just before he left for the home 
office. Agents of the districts partici- 
pated in the celebration on the strength 
of a-promise from President Snead that 
he would tender them a banquet if they 
made an increase the first quarter. The 
increase was $823.77 with a collection 
record of over 100%. Guests were 
Roger E. Davis, United States commis- 
sioner, and E. W. Obermiller, head of 
the Flagler funeral home which extends 
free ambulance service to Independent 
L. & A. policyholders. 

Albert Doctor, Detroit manager of 
Ohio National, led the company in busi- 
ness produced for the year to date, qual- 
ifying for the Quarter Million Club. 

Brooks Fuller, assistant manager of 
the Chicago ordinary agency of Pru- 
dential, which is headed by his father, 
W. Stancliffe Fuller, as manager, was 
elected trustee of the village of La- 
Grange, Ill., his home town and _ birth- 
place, for a three-year term. He has 
been active in community service organ- 


izations there and also in the Young 
Men’s Business Club. Brooks Fuller 
isa (CAL. 


More than 50 associates and former 
associates tendered a dinner to W. H. 
Webb, cashier of the Newark agency of 
Mutual Life, who retires May 1 after 


nearly 40 years with the company. On 
behalf of his associates, he was pre- 
sented a wrist watch by W. R. Baker 
of the Newark agency, who has just 
started his 55th year with the company. 
Manager Herbert S. Manthe presided. 
Mr. Webb is vice-president of the Life 
Agency Cashiers’ Association of Newark 
and has been elected a life member. 

Balie Cantrell, Houston, Tex., su- 
pervisor of California-Western States 
Life is now a grandfather, a daughter 
having been born to his daughter, Mrs. 
S. A. Heres, Cambridge, Mass. 

W. D. Owens, vice-president and sec- 
retary of Lamar Life, is serving as 
Hinds county, Miss., chairman of the 
second war loan campaign. Lamar Life 
gave the campaign a good start by in- 
vesting $1,000,000 in war bonds on the 
first day of the drive. 

President M. J. Cleary of Northwest- 
ern Mutual Life, who has not been up 
to par physically for some time, is now 
back at his office on a full time basis, 
having reported there Monday. He has 
been going for a short time each day. 
He spent a month in the south, then re- 
turned home to recuperate and is now in 
the pink of condition. 

Edward F. Kepner, assistant secretary 
Indianapolis Life, will address the 
Peoria (Ill.) Advertising & Selling Club 
May 3 on “Playing the Game,” a talk 
on. baseball. 

Sam Berkman, 66, who has been with 
the Peoria, Ill., agency of Metropolitan 
Life for 43 years, will retire May 1. He 
has been agent and assistant manager 
at various times and a leading producer. 
A farewell event in his honor is being 
planned by the agency staff. Mr. Berk- 
man is a charter member of the Life 
Underwriters Association of Peoria, 
which was organized early in 1916. 

Harry M. Albertson of the finance de- 
partment at the home office of Mutual 
Benefit Life, has completed 50 years of 
service. 

Ensign John V. Earls, who had been 
stationed at Guadalcanal, made a short 
visit to his parents, Mr. and Mrs. W. A. 
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Earls, in Cincinnati and presented the 
Guadalcanal Trophy given monthly to 
personnel of the William T. Earls gen- 
eral agency of Connecticut Mutual Life 
for attainment of production quota. 
Caldwell C. Sherrill, was awarded the 
trophy for March production. 

Lieut William T. Earls, brother of 
Tohn V.,. is also in navy service and now 
stationed at Annapolis. The brothers 
enjoyed a two-day reunion with their 
parents. W. A. Earls is head of the 
Earls-Blain Agency and John V. was 
vice-president of that agency. 

John Earls, during his stay on Guadal- 
canal, lost 20 pounds and after extended 
duty was flown to a hospital. He left 
the hospital six months later to join the 
staff of Admiral William F. Halsey in 
which he served until receiving assign- 
ment as a liaison officer on a British 
boat. 

E. N. Van Vliet, manager of the home 
office ordinary agency of Prudential, 
will round out 42 years of continuous 
service June 1. 


DEATHS. 


Walter Cluff of Kansas 
City Life Is Dead 


Walter Cluff, 66, retired educational 
director of Kansas City Life, died of a 
heart attack at his home in Hartford. 
He and Mrs. Cluff had been planning 
to move to Philadelphia in May with 
their daughter, Miss Marjorie M. Cluff, 
who had been recently appointed head 
of the child day nurseries for the war 
industries there. Burial was in Hartford 








WALTER CLUFF 


on Wednesday. A son, Dr. Frederick 


M. Cluff, is a physician at Middle- 
port, O. 
Death followed a prolonged illness 


which aggravated a serious heart ail- 
ment. Following his retirement from 
Kansas City Life January 1, 1942, he 
moved to Hartford to be near his 
family, 

After graduation from Chicago Uni- 

versity, Walter Cluff headed the lan- 
guage department of Brigham Young 
University for several years before join- 
ing Kansas City Life in 1911 as a per- 
sonal producer. His early success among 
the Basque sheep ranchers of Nevada 
and Utah was enhanced greatly by his 
ability to converse with them in Spanish. 
In 1922 J. B. Reynolds, then president 
ot the company, appointed him to organ- 
ize and direct the company’s educational 
department. ’ 
_ Mr. Cluff achieved prominence in life 
surance educational circles as _ the 
author of “Life Underwriting Efficiency” 
and “The Spirit of Life Underwriting,” 
both of which have Spanish translations 
for use in South America, “Calling the 
Life Underwriter,” and others. 


Federal Life Vice-president 
Drops Dead on Street 

















JOHN F. WILLIAMS 


John F. Williams, 54, vice-president 
and assistant treasurer of Federal Life, 


dropped dead from a heart attack 
Thursday evening of last week while he 
was going to his lodging place at 5200 
Blackstone avenue, Chicago. He went 
with Federal Life in December, 1933, 
as assistant treasurer following the col- 
lapse of the Illinois Life of which he 
was vice-president. He was. elected 
vice-president in 1939. He had been ac- 
tuary of the Illinois insurance depart- 
ment, going to that position from the 
Tennessee department, where he was 
actuary. 

Funeral services and interment were 
held Saturday at St. Clairsville, O. Mr. 
Williams’ old home was at Martins 
Ferry, O. Two weeks before his death 
he had been at a hospital and had a 
felon removed from his thumb. He was 
given an anaesthetic at that time and 
seemingly suffered no consequences and 
in the investigation of his heart condi- 
tion the surgeon evidently felt that there 
was no danger. Mr. Williams was a 
bachelor. His work at the Federal Life 
was looking after investments. 

He graduated from Lafayette College, 
Easton, Pa., and started his career as an 
actuary by becoming associated with 
Miles M. Dawson, New York City con- 
sulting actuary. 

Samuel H. Wilkins, 81, president and 
treasurer of Salem Mutual Fire for 36 
years, grand treasurer of A. O. U. W. 
of Massachusetts for 25 years, and 


13 





prominent in banking circles, died at his 
home in Salem, Mass., following a short 
illness. He was on the investment com- 
mittee of New England Order of Pro- 
tection. 

M. F. Mulconery, 59, agency director 
of New York Life at Wichita, Kan., 
with the company there since 1911, died 
following a major operation in a Wichita 
hospital. He had been in ill health for 
only a few weeks. Attending the funeral 
were Dick Oliver, assistant vice-presi- 
dent, and O. P. Carter, superintendent 
of agencies, from St. Louis, and Paul! 
French, agency director in Kansas City. 

Lieut. (j.g.) E. A. H. Tucker, for- 
merly a group insurance representative 
of Metropolitan Life, died in the Nor- 
folk Naval Hospital. Before going with 
Metropolitan ‘Life ‘several years ago, 
Lieutenant Tucker was an agent of 
Connecticut General Life in New York 
City. He was a graduate of St. Law- 
rence University. Mrs. Tucker and a 
young son survived. 

Preston Harley, 73, former owner of 
Washington National Life of Richmond, 
died at Augusta, Ga. 





C. H. Judin, branch office supervisor 
of Travelers, formerly in the comptrol- 
ler’s department at the home office, has 
been appointed cashier in Houston. 
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N. W. Mutual 
Reports Gains 


MILWAUKEE — Northwestern Mu- 
tual Life reports $4,149,905,934 insurance 
in force on 1,114,007 policies as of March 
31. This is an increase of $23,462,947 
since Jan. 1, and $52,028,535 since a year 
ago. : 

Total assets reached a new high of 
$1,548,314,293, a gain of $22,589,350 for 
the quarter and $88,363,662 for the year. 
Investments include $1,054,681,416 in 
bonds at admitted asset value; $263,315,- 
504 mortgage loans, $43,936,506 real es- 
tate, home office property and land con- 
tracts, $104,906,408 policy loans, and 
$33,091,368 cash. 

Policyholders and beneficiaries were 
paid $29,758,040 during the first quarter, 
an average of $2,290,000 each week. 
There were 3,004 death claims, totaling 
$11,418,642 paid; $4,277,825 paid benefici- 
aries under income settlement plans, and 
$8,934,671 in dividends. Total disburse- 
ments amounted to $37,937,370. Taxes 
totaled $3,101,575, an increase of 56.7% 
over a year ago. Income was $60,870,416, 
including $37,190,525 gross premiums, 
and $15,089,328 interest and rent income. 


First Quarter Sales Down 


Sales during the first quarter were 
$49,875,221, compared with $85,943,420 
last year and $49,990,451 in 1941. The 


fluctuation was due principally to phe- 
nomenal sales during January and Feb- 
ruary last year, resulting from the adop- 
tion of the war clause. 3usiness this 
year also had an additional $4,530,166 in 
revivals and additions, and $1,203,674 in 
new life annuities. 

Reports of death or missing in action, 
resulting from the present war, have 
been received on 392 policyholders with 
insurance totaling $1,420,465. Of these, 
290 were deaths in military service, 12 
deaths of civilians resulting from mili- 
tary action, and 90 “missing in action” 
reported by the War Department. 


Parkinson to Agency Staff 
of Southwestern Life 


Don B. Parkinson has been appointed 
agency assistant of Southwestern Life. 
Mr. Parkinson has been since 1939 assis- 
tant branch manager in Houston. In 
his new capacity, he will devote his at- 
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DON B. PARKINSON 


tention principally to pension trust busi- 
ness, working with the company’s en- 
tire agency organization throughout 
Texas. His headquarters will be at the 
home office in Dallas. 

Mr. Parkinson went to Houston as an 
agent for Southwestern Life in 1938 and 


in 1939 became assistant branch man- 


ager. 


California-Western States 
Advances Paul C. Wright 


Paul C. Wright has been elected sec- 
ond vice-president and treasurer of Cali- 
fornia-Western States Life. He _ has 
been with the company 32 years and 
succeeds Elton B. Sherwin, first vice- 
president and treasurer, who recently 
resigned to become city manager of 
Sacramento. Mr. Wright has been in 
charge of mortgages and loans made by 
the company in its “home territory”’— 
11 western states. 

Miss Lucy E. Ritter, who has been a 
security analyst in the home office for 


six years, has been elected assistant 
treasurer. Lawrence Sidener and Mrs. 
Carolyn S. Walton have been elected 


assistant secretaries. Mr. Sidener has 
been an assistant in the actuarial depart- 
ment and Mrs. Walton an underwriter. 


Coffman Joins Great National 


Ray Coffman, formerly an official of 
the Federal Housing Administration at 


Dallas, has joined Great National Life 
of Dallas as manager of the farm mort- 
gage loan department. He has had more 
than 15 years of experience in the real 
estate appraisal and mortgage loan field. 
He conducted his own real estate ap- 
praisal and mortgage loan business in 
Dallas until he joined FHA five years 
ago. 


Gain for Boston Mutual 


Boston Mutual Life reports an in- 
crease in total insurance in force for 
the first quarter to $113,634,491, a gain 
of $2,235,287, with 11% smaller field 
force. The Boston uptown office led 
the 33 districts in New England with a 
net gain of $198,677, Dorchester was 
second with $116,204, and Cambridge 
third with $115,883. 

During March, $59,354 was added to 
surplus, the gain from insurance opera- 
tions was $73,079, and investment gains 
were $32,689. Excess of income over 
disbursements for the quarter was $433,- 
564, Boston Mutual subscribed for 
$750,000 of the second war loan bonds, 
81% of its security investments now 
being in U. S. bonds. 


Farm Bureau Life Business 


Farm Bureau Life of Columbus, O., 
has 443 agents and 60 service offices in 
Ohio. In March its new business 
amounted to $2,523,141 compared with 
$1,141,699 in March of last year. 





LIFE SALES 


MEETINGS 





New York Life Men 
Hold Gatherings 


John S. Sinclair, executive vice-presi- 
dent of New York Life, accompanied by 
Dudley Dowell, assistant vice-president, 
both from the home office, and R. E. 
Peters, Minneapolis, inspector of agen- 
cies northwestern department, addressed 
a series of spring agency meetings. They 
started at Green Bay, Wis., where Edgar 
Clough is agency director and included 
Milwaukee, Sidney Geise, Milwaukee 
agency director, and Carl Reiss, Wiscon- 
sin branch office agency director; Madi- 
son, Walter Weissinger, agency director; 
Eau Claire, David Stewart, agency di- 
rector; Duluth, Minn., Arthur Andren, 
agency director; Minneapolis, Mr. Peters, 
and St. Paul, Dale Hanson, agency di- 
rector; Fargo, N. D., James Hays, 
agency director. 

Local agency directors conducted the 
local meetings at which the principal 
theme was the effects of the war on the 
life insurance business. The company 
representatives stressed that since March 
large increases in the volume of new 
applied for business have been noted. 


Factor in Economic Stability 


Life insurance is an important factor 
contributing to the economic stability 
of the entire nation, Mr. Sinclair said. 
The American people will have an esti- 
mated 40 billion dollars in excess of 
necessary spending for goods and serv- 
ices this year. He warned against un- 
necessary buying as tending to bid up 
prices on a limited supply of foods and 
merchandise available to consumers. 
About one-half of the excess income is 
being put into war bonds, life insurance, 
debt liquidation and saving bank de- 
posits, he said. 

“The remaining 20 billions,” Mr. Sin- 
clair noted, “are going into liquid sav- 
ings which are volatile and tempting to 
the consumer for spending purposes. It 
would benefit the individual citizen and 
the national economy if liquid savings 
were converted into more permanent 
forms of savings, thereby removing 
some of the temptation to spend un- 
wisely.” 


Allegheny Department Meetings 


Agents of the New York Life's Alle- 
gheny department in Pennsylvania are 


attending a series of meetings in their 
branch office cities this week, celebrat- 
ing a substantial increase in written 
volume the first quarter of this year. 

Dick Oliver of St. Louis, assistant 
vice-president, and Henry Leivestad, 
superintendent of agencies from the 
home office, are accompanying Don 
Parker, inspector of agencies, Pitts- 
burgh, to the meetings. 

While the department shows approxi- 
mately 25% fewer agents than a year 
ago, volume is considerably higher, 
making the average individual increase 
per agent better than 50% ahead of last 
year, according to Mr. Parker. 

Meetings opened Wednesday in Erie, 
followed by branch office meetings in 
Columbus, O., Charleston, W. Va., 
Youngstown, O., Pittsburgh, Johns- 
town, and Harrisburg. 


Fischer Talks at Meeting 
of Haley N. C. Agency 


At the annual meeting held by Alvin 
T. Haley, Massachusetts Mutual gen- 
eral agent at Greensboro, N. C., there 
for his agents Chester O. Fischer, vice- 
president of the company, discussed cur- 
rent underwriting opportunities and the 
essential contribution of the agent and 
life insurance to the maintenance of 
home solvency and good citizen morale, 
vital to successful prosecution of the 
war program. Mr. Fischer said that 
agents entering service or war industries 
increase the responsibilities of those re- 
maining in the business. 

R. A. McPheeters, vice-president and 
trust officer Security National Bank of 
Greensboro, discussed tax and estate 
problems related to life insurance. Sell- 
ing and servicing business and profes- 
sional women policyholders and_pros- 
pects was the subject of a talk by Mrs. 
Vance Jerome, a successful agent of Mr. 
Haley. Other members of the agency 
who addressed the meeting were: R. T. 
3ridges, D. H. Howes and E. T. Mickey. 


B. M. A. Holds Conference 
of Texas-Oklahoma Agents 


Business Men’s Assurance held a two- 
day meeting of Texas and Oklahoma 
agents at Dallas. A. W. Hogue, Dallas 
manager, and J. Bryan Johnson, Okla- 
homa City manager, presided. President 
W. T. Grant and Vice-presidents J. C. 
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Higdon and L. L. Graham attended. 

Mr. Higdon said the Texas branch 
has led the company’s 20 branches for 
the first quarter, with a gain of 27% in 
business, compared to a company jin- 
crease of 21% over last year. Mr. Gra- 
ham discussed the importance of selec- 
tion of risks and maintaining good will 
through conscientious fulfillment of pol- 
icy contracts. 

Mr. Grant compared present-day sell- 
ing problems with those of 30 years ago 
and emphasized the tremendous respon- 
sibility of the agent to work efficiently 
at his job of protecting the families of 
America. 


American United Agents 
Celebrate 38% Gain 


Agents and agency heads of American 
United Life are holding regional meet- 
ings and dinners throughout the terri- 
tory in which the company operates, 
climaxing one “Siege of the States” pro- 
duction drive, which ran for six weeks 
and wound up this month. The agents 
produced 38% more volume of issued 
new business in the campaign than dur- 
ing the preceding corresponding period. 

Victorious eastern states are being 
feted at “Victory” dinners held in Pitts- 


burgh, Nashville and Jackson, Tenn. 
‘Mourners’ messes” for eastern states 


losers are taking place in Jackson, Mich., 
Cleveland and Columbus. D. S. Felt is 
conducting the meetings in that territory 
and F. R. Fisher is directing victory din- 
ners and conferences of the western 
group in Kansas City, Dallas and Amar- 
illo, with a ‘‘mourners’ mess” at Peoria, 
Ill. A meeting and victory dinner for 
Indiana agents is being conducted at the 


home office in Indianapolis by J. H. 
Alltop. : : 
The theme of all the regionals is 


“Craftsmanship in the Sale.” This is the 
second phase of American United’s ac- 
celerated production program which was 
launched with a series of regionals last 
fall on craftsmanship in prospecting. 
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LIFE AGENCY CHANGES 





Vinson Is Arizona 
General Agent 


Harold F. 
Northwestern 


Vinson, district agent of 
Mutual Life at Tucson, 


has been appointed general agent for the 
state of Arizona with headquarters at 
Phoenix, effective June 1. 


He will suc- 





HAROLD F. VINSON 


ceed Chester A. McMartin, who is re- 
tiring after 19 years as ageneral agent 
but will continue his 33-year association 
with Northwestern Mutual as a personal 
producer. 

Mr. Vinson, a native of Tucson, en- 
tered life insurance in 1921 with North- 





CHESTER A. McMARTIN 


Western Mutual. He qualified for its 
bronze, silver and gold button produc- 
tion honors in three succeeding years. 
In 1934 he became Tucson district agent 
In partnership with G. J. Upham, and 
since the latter’s death in 1940 has been 
sole district agent there. In addition to 
his agency organization activities, he has 
maintained an average personal produc- 
tion of about $250,000. He is a C.L.U. 


Ida., in 1910 as special agent of North- 
western Mutual. For a time he oper- 
ated as a district agent and was ap- 
pointed general agent at Phoenix for 
the state in 1924. For several years 
after the death of Curt Schroeder, Den- 
ver general agent, he also had New 
Mexico, until Paul Demeter was ap- 
pointed in Albuquerque last August. 





Pridmore to Life of Virginia 


James C. Pridmore has been named 
ordinary general agent for Life of Vir- 
ginia at Greenville, S. C., succeeding 
Thomas D. Roberts, who resigned last 
December to return to active service in 
the army. A native of South Carolina, 
Mr. Pridmore was graduated from 
Clemson College, took a post graduate 
course at University of Wisconsin, and 
for six years was on the faculty of Uni- 
versity of Tennessee. For three years 
he has been district manager for Mutual 
Life of New York. 





Groff South Bend Manager 


Richard L. Groff becomes manager of 
the South Bend, Ind., agency of North- 
western National Life, succeeding the 
late D. I. Patterson. He has been as- 
sociated with the office since 1939 and 
has been among the leading producers. 
His annual paid for volume has run well 
over $200,000. He graduated at Purdue 
and immediately went to the South 
Bend agency. 


Duncan to Oklahoma City 


L. J. Duncan, manager of Penn Mu- 
tual Life in. Spokane, Wash., for the 
past four years, has been promoted and 
transferred to Oklahoma City. 

Clark P. Erwin, who has been with 
the company there for some years, be- 
comes the new Spokane manager. 





W. F. Groce to Wilkes-Barre 


Provident Mutual Life has appointed 
William F. Groce as supervisor in the 
Benscoter agency at Wilkes-Barre, Pa. 

Mr. Groce has been in the service of 
Connecticut Mutual Life at Albany. In 
moving to Wilkes-Barre he will be re- 
turning to a section of the country in 
which he spent his boyhood. 





New Group Representatives 

Ripley E. Bowden, second vice-presi- 
dent of General American Life, has 
appointed W. F. Kelly, Pittsburgh, Max 
Haring, St. Louis, and Leon Braskamp, 
San Antonio, as group representatives. 
Mr. Kelly replaces T. C. Harris, who 
is with the merchant marine. He has 
been in the insurance business since 
1928 and has operated a general agency 
for 10 years. Mr. Haring was in the 
home office group department, 1927-35, 
and had been in business for himself 
eight years. Mr. Braskamp entered in- 
surance as a personal producer three 
years ago. 





Mrs. Myatt Va. General Agent 

Due to an error in transmission, the 
name of the new general agent at Ar- 
lington, Va., for United States Life, 
Mrs. Margaret A. Myatt was _ incor- 
rectly shown as Mrs. Wyatt. Mrs. Myatt 
is experienced in the business, since she 
has been working for many years with 
her husband who is general agent for 
Pilot Life in Virginia. She will handle 
all the lines for U. S. Life but with spe- 


Mr. McMartin, a native of Iowa, went cial emphasis on accident and health 





into life insurance work at Twin Falls, 
Wi WRITES WHAT? 

Every agency should have a 
copy of this reference book answering all 
questions regarding which companies write 
different forms of life insurance and annuities, 
including their rules and limits. Send $2.50 to 


The National Underwriter, 420 E. Fourth St., 
Cincinnati. 





and hospitalization. 


J. Golden Jensen has been appointed 
district agent of Lincoln National Life 
at Pocatello, Ida. He will operate un- 
der the T. B. Isaacson General Agency 
of Salt Lake City. He will cover 
southern Idaho. Mr. Jensen entered 
life insurance in 1935 as district agent 
for Pacific Mutual Life and in 1939 
joined Western Life as general agent. 


R. B. Donnenfield has been appointed 


an agency manager in Toronto by Equi- 
table Life of Canada. 

Ralph M. Jeffries, Saginaw, Mich., has 
been appointed field assistant of Travel- 
ers at Peoria, IIl. 

Dave Cohn, who has been branch 
manager at Miami for Pacific Mutual 
Life for the past year, has now been 
placed on a general agency basis. 

Miss Nell Neeb, Tyler, Tex., agency 
secretary of the California-Western 
States Life, has been transferred to the 
group division in the Houston agency. 


CHICAGO 


HASTIE WINS PRODUCTION AWARD 


As a result of its excellent work in 
1942, the John R. Hastie Agency of Mu- 
tual Life of New York in Chicago, has 
received Mutual Life’s 100% Produc- 
tion award. Engraved replicas of the 
certificate were also presented to Sidney 
J. Be-Hannesey, Edward J. Busse, 
Lewis Degen, Roy A. Graham, Julian 
S. Hexton, and Ernest J. Krug, associ- 
ates who likewise achieved success in 
Mutual Life’s centennial effort. 











EDWARDS RETURNS HOME 


Manager R. S. Edwards of Aetna Life 
in Chicago has returned to his desk 
after a month’s vacation on a ranch in 
Arizona where he indulged in consider- 
able horseback riding, his favorite sport. 





NEW YORK LIFE MUSTER 


The central department of New York 
Life held its annual meeting in Chicago 
April 28 with Lloyd Lafot, inspector of 
agencies, in charge. This was a lunch- 
eon meeting. The speakers were John 
S. Sinclair, executive vice-president, and 
Dudley Dowell, assistant to the vice- 
president. Mr. Lafot is now arranging 
for a new course of study on business 
insurance starting in June. 





MAC ARTHUR ALLERTON TRUSTEE 


Alfred MacArthur, president of Cen- 
tral Life of Illinois, has been elected a 
trustee of the Allerton Hotel in Chi- 
cago. 





HOBART & OATES GENERAL AGENCY 


Northwestern Mutual Life is the last 
of the large companies to break away 
from the sole agency basis in Chicago. 
The new agency of Vail & Todd started 
May 1, Malcolm Vail and John O. Todd 
having been special agents in the Hobart 
& Oates agency since February, 1941. 
The Hobart & Oates agency has made a 





Group at Life Agency Managers dinner 
in Chicago: J. C. Caperton, State Mutual; 
W. M. Houze, John Hancock; Leonard Ull- 
rich and John H. Sherman, W. A. Alexan- 
der & Co., and Harry G. Walter, Penn Mu- 
tual. 

—Pictures by the Economist. 








remarkable record, the two partners be- 
ing Ralph H. Hobart and James F. 
Oates. This firm has operated the gen- 
eral agency in Chicago since Jan. 1, 1911. 
During the 32 years this agency has paid 
for over $407,000,000 in new life insur- 
ance for the company. It takes no brok- 
erage. It has been a great training 
school for general agents as 10 men have 
gone out of the agency and become gen- 
eral agents for the company throughout 
the country. It is one of the great train- 
ing schools in the business. Consistently 
ranking among the leading agencies of 
the Northwestern, the Hobart & Oates 
agency was first in volume of new busi- 
ness last year. 

Edmund Fitzgerald, vice-president, ad- 
dressed the agency Monday morning, 
there being some special guests present 
among them, Vice-presidents James 
Forgan, I. R. Porter and Schums of the 
First National Bank and D. Upp of the 
investment house of Halsey, Stuart & 
Co. General Agent Russell Law of 
Baltimore was present at the meeting. 
Mr. Hobart introduced Mr. Fitzgerald. 


Malcolm Vail of the new general 
agency represented that firm at the 
meeting. 


NO BROADCAST IN CHICAGO 


Chicago insurance men who _ had 
arranged to listen to the broadcast 
Wednesday starting at 1:45 p. m. from 
the meeting of the insurance section of 
the U. S. Chamber of Commerce at New 
York City were greatly disappointed 
owing to some complications that elimi- 
nated the city from the Blue network. 
The broadcast was to come _ over 
WENR. It is hoped that a recording 
can be secured and that it may be heard 
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in some public manner by the insurance 
industry. Some offices sent out bulletins 
to brokers and agents urging them to 


POLICIES 


Manhattan Life Assumes 
3.75% in New Options 


The new settlement options applicable 
to policies of Manhattan Life issued on 
and after May 1, 1943, are based on an 
interest assumption of 3.75%. It4s the 
only company to assume that rate of in- 
terest for all options. Another unusual 
feature is that while female beneficiaries 
are rated as five years younger than the 
actual age for the purpose of establish- 
ing the income under the life income op- 
tion, if the insured is a female and be- 
comes the payee of the installments 
under that option, the income is the same 
as that provided for a male payee of 
the same age. ‘Thus, if a wife is bene- 
ficiary of an income starting at the time 
she is age 60, the rate is $5.19 per $1,000 
of policy proceeds. However, if she is 
the insured under the contract and elects 
to take an income purchased by the 
cash value of her contract at age 60, her 
income will be at the rate of $5.79 per 
$1,000 of such proceeds, both examples 
being based on a life income 10 years 
certain. 

The income under option 2 which pro- 
vides monthly income for a stipulated 
period is the same as that shown in 
table 40 of the Little Gem Life Chart 
Settlement Option section. The life in- 
come option is illustrated in the accom- 








panying table: 
Monthly Installments For 

Attained 5 10 15 20 

Age Yrs. Yrs wre. 
M. F Cert. Cert Cert. 
- 10 $2.79 $2.79 $2.78 
10 15 2 2.87 2.87 2.86 
15 20 2 2.97 2.96 2.96 
20 25 3. 3. 3.08 3.07 
25 30 3.25 3.2 3.23 3.21 
30 35 3.44 3. 3.41 3.38 
35 40 3.67 3. 3.62 3.58 
40 45 3.96 3.9 3.88 3.80 
45 50 4.32 4.2 4.18 4.06 
50 55 4.77 4.6§ 4.54 4.34 
55 60 5.35 5.1$ 4.94 4.63 
60 65 6.07 5.78 5.38 4.90 
65 70 7.00 6.4 5.81 5.12 
70 75 8.16 7.25 6.20 ome 
75 80 9.60 8.01 . 
80 85 11.29 : 
ind and 
over over 


National Aid Rates Increased 


National Aid Life of Oklahoma City 
will increase the premium rate schedule 


May 1 for its annual premium 20 year 
endowment policy. Late in 1942, this 
company increased the preferred risk 


premiums. The new 20 year endowment 
premium rates per $1, 000 at quinquennial 
ages are: Age 10, $44.22; age 15, $44.44; 
age 20, $44.77; age 25, $44.99; age 30, 
$45.32; age 35, $45.98; age 40, $47.41; age 
45, $49.83; age 50, $53.79; age 55, $60.06; 
age 60, $70.51. 


New Policy for State National 


State National of St. Louis has 
brought out a mortgage cancellation 


policy to be issued with life or endow- 
ment plans to cover a reducing amount 
of mortgage obligation for from 5 to 25 
years but limited. to the premium-pay- 
ing period of the basic policy. Of the 
total amount applied for, at least one- 
fourth must be permanent insurance but 
not less than $1,000. Waiver of premium 
disability but not double indemnity will 


be granted to males and at 50% extra 
rate to unmarried females. A digest of 
non-participating annual rates per 
$100 follows: 
Age Prem. Age Prem. Age Prem. 
re $0.85 r $0.95 De. ssiee $1.73 
ae 90 Se 1.08 BO e608 2.43 
| ees 91 45 1.32 BU ss: Se 3.52 
Get all the facts by ordering the 
“Unique Manual-Digest” from National 
Underwriter. 400 companies, 1600 pages.. 
Only $5 


NEWS OF LIFE ASSOCIATIONS — 





Utah Association Names 
A. M. Jacobs New President 


SALT LAKE CITY—The Utah Life 
Underwriters Association at its annual 
sales congress here, attended by close 
to 200 agents and company executives, 
elected these officers: President, A. M. 
Jacobs, Provo, Pacific National Life, 
succeeding T. W. Fotheringham, Ogden, 
Metropolitan Life; vice-presidents, 
Othello Hickman, Logan, Pacific Na- 
tional; Max Rasmussen, Salt Lake, Met- 
ropolitan; D. C. Petersen, Ogden, Bene- 
ficial Life, Harold Anderson, Provo, 
3eneficial; secretary - treasurer, George 
Ashby, Provo, Lincoln National; direc- 
tors, W. F. Ogden, Ogden, Northwest- 
ern Mutual Life; J. W. Lawrence, Salt 
Lake, Prudential; Ralph Eggertsen, 
Provo, Bankers Life of Iowa; John 
Israelson, Logan, Beneficial Life. 

Speakers included Dr. I .O. Horsfall, 
Salt Lake, director extension division 
University of Utah; M. H. Ridges, Salt 
Lake, New York Life; Hilbert Russ, 
Indianapolis, R. & R. Service; Dr. L. E. 
Cowles, president University of Utah; 
Commissioner Carlson of Utah, Deputy 
Commissioner R. H. Howells; J. fe 
Lawrence, Salt Lake, Prudential; Lloyd 
Lynch, San Francisco, John Hancock 
Mutual Life; Harold J. Cummings, vice- 
president Minnesota Mutual Life. 


Dayton, 0.—James C. McFarland, gen- 
eral agent of Ohio State Life in Cincin- 
nati, spoke Thursday on conserving time 
and energy in selling under present con- 
ditions. 


Lincoln, Neb.—With STOSS income of 
Ne sbraska farmers up 83%, that of labor 
76% and of individuals and firms 75% 
in the last three years, Prof. Clifford M. 
Hicks of the college of business admin- 
istration of the University of Nebraska 
said that it is incumbent upon agents 
to shift their market. With a greatly 
increased disposable income, due in part 
to the fact that prices have increased 
but 20%, there is presented a market 
which life insurance men should culti- 
vate to the limit. 


Seattle. 
sistant of 
spoke on 


War Times. 


Wichita.—The May 14 meeting will be 
“membership day,” with a special pro- 
gram under the direction of the mem- 
bership committee. Two more “100% 
agency awards” will be presented to the 
Bert A. Hedges agency of Business Men’s 
Assurance and the Paul Jernigan agency 
of Penn Mutual. Brief “chart talks” on 
the value of belonging to the local, state 
and National associations will be given 
by Lyman E. Stiles, Connecticut Mutual; 
M. L. Hoyt, Lincoln National, and Na- 
than P. Knight, Penn Mutual. Prizes 
will be awarded to the oldest and new- 
est members. The nominating committee 
will make its report, to be acted upon 
at the June meeting. 

Columbus.—Directors were elected at 
the annual meeting. They will get to- 
gether soon to name the new officers. 
Ben F. Hadley, Equitable of Iowa; Allen 
C. Hale, Travelers, and Emmett Millhol- 
land, Ohio National, were named direc- 
tors to serve for three vears. Others 
named were R. L. Asbury, Northwestern 
Mutual; C. N. Black, Phoenix Mutual, 
and J. F. Dewey, Connecticut Mutual. 
W. R. Jenkins, sales director Northwest- 
ern National Life, gave a talk. 


Isaac S. Kibrick, agency 
New York Life in Boston, 
“Rising to the Challenge of 


” 





as- 





Chicago.—Louis Behr, chairman of the 
advisory council, has called a meeting 
for May 6 when committee personnel, 
programs, legislative matters pending, 
war manpower and other matters will 
be discussed. 

There are now 177 
Chicago association who are in the mili- 
tary service. These include one colonel, 
a lieutenant-colonel, four majors, seven 
captains, three lieutenant-commanders 
and 382 lieutenants, 

Peoria, Iil—There are 103 business 
firms in Peoria employing 21,247 persons 
having in effect payroll deduction plans 
of war bond purchases in excess of 10% 
of salaries, the Peoria association re- 


members of the 


ports. In all, there are 390 firms which 
have a salary deduction plan for pur- 
chase of war bonds, and they employ 


more than $480,000 
John H. Reno 
war 


43,277 persons with 
a month being deducted. 
is chairman of the association’s 
bond committee. 

Austin, Tex.—A. V. Knight, 
Western States Life, has been elected 
president to succeed E. D. Nolan, Great 
Southern Life, who is leaving life insur- 


California- 


ance to enter the hotel business. Richard 
Lewis, Great National Life, has been 
elected vice president, succeeding Mr. 
Knight. 


Indianapolis. — Ralph G. Engelsman, 
general agent of Penn Mutual in New 
York, made no formal address when he 
met with the Indianapolis association, 
but let the discussion follow the trend of 
questions put from the floor, The pros- 
pect who claims he is not able to buy life 
insurance because he is putting all his 
spare money into bonds was discussed. 
His need for life insurance protection 
still exists, it was pointed out. There still 
continues the possible need on the part 
of the family in event of death, especi- 
ally now with mounting living costs. 
High taxes and high living costs are 
deterrents to the sale of life insurance 
but they also may be turned into tangible 
reasons why life insurance is needed par- 
ticularly at this time. Following the dis- 
cussion part of the program Mr. Engels- 
man discussed with a special group the 
sale of war bonds. 


MANAGERS 


Connecticut Mutual Field 
Supervisors Confer 


Connecticut Mutual is holding a con- 
ference for supervisors in Chicago which 
began April 26 and will run to May 7. 
Attention is being given all phases of 
the supervisor’s job including recruiting, 
training, supervision, brokerage, plan- 
ning and personal efficiency, as well as 
a review of sales procedure and cur- 
rent selling ideas. An unusual feature 
of the program consists of actual field 
work in recruiting. 

Frederick O. Lyter, assistant superin- 
tendent of agencies, is in charge, assisted 
by Richard E. Pille and Paul L. Guibord, 
agency assistants. Three Chicago gen- 
eral agents, L. J. Fohr, J. G. Hill and 
H. C. Hunken, also will make contribu- 
tions to the conference. Supervisors 
drawn from various parts of the coun- 
try are attending. 











Most of them re- 
cently were appointed to their posts. 
Manthe Talks to Supervisors 
NEWARK—"The job of being a su- 
pervisor is not a tough one if you have 
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the courage,” Herbert S. Manthe, New- 
ark manager of Mutual Life, told the 
Life Supervisors Association of North- 
ern New Jersey. However, the super- 
yisor, to make a success for himself and 
the agency must be ready at all times 
to assist the old or new man whether it 
be day or evening. 

If an agent will not do as he is told, 
the best thing to do is to let him go, 
Mr. Manthe said. He is not only wast: 
ing the time of the supervisor, but that 
of the general agent or manager. 





Lackey Speaks to Detroit Cashiers 


Solving the question of how to hold 
huge sums of life insurance money to- 
gether till the war is over is one of the 
big problems of the day, George E. 
Lackey, Detroit general agent of Massa- 
chusetts Mutual, said at a meeting of 
the Detroit Life Agency Cashiers Asso- 
ciation. Mr. Lackey expressed sympa- 
thy with the problems of life insurance 
cashiers today in servicing business 
orphaned because of reduced agency 
forces. He stressed the duty of cashiers 
to emphasize the romance of the life 
insurance dollar and urged them to help 
make the public appreciate the insur- 
ance they have. 





Enoch Speaks in Pittsburgh 


E. Ellsworth Enoch, supervisor of 
Aetna Life in Pittsburgh, discussed 
“Pension Trusts” at a meeting Thurs- 
day of the Pittsburgh Supervisors Club. 


F. G. Smith in Wichita 

The Wichita Managers & General 
Agents Association has Fred G. Smith, 
assistant vice-president of Connecticut 
Mutual as speaker on “Stop and Think” 
at its April meeting. The May program 
will be a continuation of the “Building 
New Organizations” program. 


Cashiers to Hear R. C. O’Connor 


CINCINNATI—R. C. O’Connor, 
Reliance Life, president of the Cincin- 
nati General Agents & Managers Asso- 
ciation, will address the meeting of the 
Life Insurance Cashiers & Secretaries 
Association May 18. 








Miss Cornelia Simpson, cashier of 
California-Western States Life, has 
been elected secretary of the Houston 
Life Agency Cashiers Association. 





AGENCY NEWS 


Prouty Has Weekly Seminar 

Phinehas Prouty, Jr., Los Angeles 
general agent of Connecticut Mutual 
Life, has opened a weekly seminar for 
training new agents and_ refresher 
courses for the older men. 











A. B. Duellman Celebration 


Anthony B. Duellman, manager John 
Hancock district office in Minneapolis, 
was host at a dinner celebrating the 20th 
anniversary of the founding of that 
office. Thirty-five agents and six assist- 
ant managers participated. The home 
office was represented by Richard Em- 
Pye, supervisor, Charles Kreiser, group, 
and Tilford Lennon, field instructor. 
Mr. Duellman has taken a prominent 
part in the Minneapolis and Minnesota 
association activities. 





Rasmussen Inducted in Newark 

The entire agency force at the New- 
ark office of Penn Mutual Life, attended 
a luncheon at which Harry O. Ras- 
mussen was inducted as general agent. 
Home office executives present were 
Wallace Boileau, second vice-president, 
and William Nenner, superintendent of 
agencies. Mr. Rasmussen, who succeeds 
IF Elliott Hall, outlined the practices and 
policies of the agency. Mr. Hall was 
unable to attend, as he is recuperating 
at his home in Morristown, N. J., after 
an illness of three weeks. 


~ LEGAL RESERVE FRATERNALS 





Name Officials of 
Woodmen Circle 


Mrs. Clara B. Cassidy of Atlanta, a 
director of Woodmen Circle since 1925, 
was elected national secretary of that 
society to fill the vacancy created by the 
death of Mrs. Mamie E. Long. Dr. Olga 
Stastny, nationally known woman phy- 
sician of Omaha, was appointed medical 
director. Mrs. Florence Holden Jensen 
of Omaha was named on the board of 
directors. 

Mrs. Cassidy has devoted 26 years of 
service to Woodmen Circle. She be- 
came a field worker in Georgia in 1917, 
and state manager there three years 
later. She was appointed to direct field 
work in Tennessee in 1927. 

Georgia members of the Woodmen 
Circle elected her their representative at 
national conventions in 1921 and 1925. 
She was appointed state junior coun- 
selor in 1938 and was elected state 
president in 1942. She is a member of 
the Woman’s Chamber of Commerce 
and Atlanta Woman’s Club and has 
done much Red Cross work. 

Mrs. Jensen began with Woodmen 
Circle as secretary to Mrs. Dora Alex- 
ander Talley, national president, in 1913. 
She became chief clerk in national head- 
quarters then special deputy in Florida. 
In 1927 she went to Texas as district 
manager, and was appointed Nebraska 
state manager in 1931. She has served 
as national representative from Texas 
and Nebraska, has been national re- 
gional director, and national historian. 


Dr. Stastny Noted Medico 


Dr. Stastny heads the medical depart- 
ment. She has great professional abil- 
ity, Mrs. Talley stated. Dr. Stastny was 
born in Wilber, Neb., obtained her med- 
ical degree from University of Ne- 
raska school of medicine and was the 
first Czech-American woman physician 
in the state. She gained renown and 
international recognition for six years 
of rehabilitation and reconstruction 
work following the last world war. 
France gave her the Medaille de Recon- 
naissance, Greece awarded the Cross of 
St. George, and Czechoslovakia also 
paid her honors. 

After her return to Omaha in 1924, 
Dr. Stastny was awarded the Noguchi 
Medal by Creighton University School 
of Medicine for meritorious service in 
preventive medicine. 

She has devoted her entire career in 
Omaha to diseases of women. She was 
a director of the Family Welfare Asso- 
ciation for 20 years, taught gynecolegy 
at Nebraska School of Medicine for 
several years, and is a trustee and part- 
time professor at Doane College. 


Mrs. Long’s Death Unexpected 


Mrs. Long’s sudden death while she 
was asleep was very unexpected. She 
had been ill only a few days. She was 
born in St. Louis county, Mo., and be- 
came an orphan at the age of nine. She 
became a supreme manager of Wood- 
men Circle in New York in 1915, and 
after 10 years also was named a direc- 
tor. As national secretary she was rec- 
ognized as a very efficient business 
woman. 

The services in Omaha were con- 
ducted by the Reverend Arthur A. 
Brooks, pastor First Methodist church, 
where Mrs. Long was a member. I[n- 


terment was in West Lawn Cemetery, 
Omaha. Active and honorary pallbear- 
ers included officials of Woodmen of 
the World, Omaha. Mrs. Talley re- 
ceived hundreds of telegrams and letters 
from friends and business associates of 
Mrs. Long and from other fraternal so- 
cieties. 


A.O.U.W. of North Dakota 
Postpones Meeting 


It has’ just been necessary for the 
North Dakota legislature to pass a spe- 
cial bill containing an emergency clause 
in order that A.O.U.W. of North Da- 
kota could legally postpone its grand 
lodge convention which was scheduled 
to start June 2. Under North Dakota 
law constituting the society, nothing 
like the present wartime transportation 
emergency was contemplated and no 
way was provided to defer the meeting. 

In view of this fact, B. C. Marks, 
head of A.O.U.W., wrote to J. B. East- 
man, director of defense transportation 
in Washington, inquiring if it would be 
contrary to the national war effort to 
hold the society’s meeting. Mr. East- 
man said this would be a critical year in 
transportation and urged the convention 
be put off. 

The society appealed to the North 
Dakota insurance department, which 
prepared a bill that was introduced by 
the insurance committee of the senate 
and passed both houses. With signa- 
ture by the governor, directors of A.O. 
U.W. adopted a resolution petitioning 
Commissioner Erickson to approve a 
postponement for the meeting, which 
was done by a department order. The 
A.O.U.W. of North Dakota grand lodge 
meeting therefore will be postponed for 
one year, or until the first Wednesday 
in June, 1944. 


Buys $250,000 War Bonds 


Fidelity Life has purchased $250,000 
of war bonds in the second war loan 
campaign, making the total purchased 
in the two war loan drives $400,000. 








Celebrate 60th Anniversary 


The €0th anniversary of Modern 
Woodmen was celebrated in Michigan 
by a public party in Detroit. E. J. Bul- 
lard of that city, a national director and 
finance committee chairman, and W. E. 
Swan, state manager, were the principal 
speakers. They traced the history and 
achievements of the organization since 
its founding in Iowa in 1883. A floor 
show featured a number of radio and 
stage entertainers. 





J. A. O. Preus Enters Denial 


The St. Paul “Pioneer Press” ran a 
story the other day stating that J. A. 
O. Preus, vice-president of W. A. 
Alexander & Co. of Chicago, and a di- 
rector of Lutheran Brotherhood of 
Minneapolis, who was formerly insur- 
ance commissioner of Minnesota and 
later governor of that state, contem- 
plates returning to Minnesota with the 
intention of running for the United 
States Senate. Mr. Preus stated to 
Tue NATIONAL UNDERWRITER that he 
has no intention of making any such 
move, 





A bill has been introduced in the Ohio 
senate to eliminate physical examination 
for fraternal policies of $2,000 or less 
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when the fraternal is maintaining the 
full reserve required and is accumulating 
interest on all contracts being used. 
Arthur H. Schmidt of Aid Association 
for Lutherans, has been awarded the 
degree of fraternal insurance counsellor 
by the Fraternal Field Managers Asso- 


ACCIDENT 


Labor Department Expert 
to Give Wage-Hour Talk 
Before H. & A. Conference 


Plans for the combined home office 
management and agency management 
session the second day of the annual 
meeting of the Health & Accident Un- 
derwriters Conference, which will be 
held at the Edgewater Beach Hotel in 
Chicago June 3-4, indicate that these 
discussions will hold much of interest 
for the delegates from the 110 member 
companies. 

M. W. Hobart, Ministers Life & 
Casualty, chairman of the home office 
management committee, will preside at 
that part of the session, and C. W. 
McNeill, Union Mutual Life, will func- 
tien in the same capacity during the 
discussion of agency problems. 

Mr. Hobart has written a letter to all 
member companies urging that they 
send representatives to his panel, stat- 
ing that he will have an expert from 
the wage and hour division of the De- 
partment of Labor on hand to explain 
the regulations governing employer- 
employe relations in insurance and 
similar offices. This government man 
will stay to answer questions and, if 
hotel lobby and Pullman car talk is any 
indication, there will be plenty of 
queries put to him. 

The remainder of the time allotted to 
him will be devoted, Mr. Hobart says, 
to “wartime problems relating to per- 
sonnel, supervision, wages, pay deduc- 
tions, overtime, morale, equipment, 
supplies and physical arrangements of 
offices.” There will also be on hand 
one of the leading men in conference 
activities to introduce some of these 
subjects and express his views on other 
home office problems under wartime 
conditions. 

Every company operating on the 
agency system has been confronted 
with many varied and perplexing prob- 
lems the past year. Mr. McNeill be- 
lieves there never has been a time 
when men charged with the super- 
vision of accident and health agency 
operations have been faced with so 
many seemingly unanswerable situa- 
tions, The agency management ses- 
sion will be devoted to problems as 
they exist today and it is felt that they 
can be handled best in an open forum 
session. 

He asks that each company be repre- 
sented by men who are directly inter- 
ested in agency management affairs 
and that they come prepared to par- 
ticipate in the open forum discussion. 














Oppose Federal Encroachment 
BOSTON—E. H. O’Connor, execu- 

tive director of the Insurance Economics 

Society, addressed some 400 accident and 
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health men here under the auspices of 
the Boston Accident & Health Associ- 
ation on the menace of government 
entry into the accident and health field 
through extension of the social security 


act. Members of the Economics So- 
ciety, Boston Life & Accident Claim 
Association and other organizations 


were represented. Willard E. Hein, 
State Mutual Life, president of the In- 
ternational Claim Association, and Presi- 
dent John M. Powell of Loyal Protec- 
tive Life were among the special guests. 
Commissioner Harrington also spoke 
briefly, emphasizing that he had always 
strongly opposed socialistic and_ state 
ownership efforts in the state and that 
now there is need for greater effort to 
niect the federal threat. He said he be- 
lieved the Economics Society could do 
good work if it would adhere to factual 
rather than emotional appeals. 


Van Horn Chief A.&H. Underwriter 


Theodore J. Van Horn has been ap- 
pointed senior accident and health un- 
derwriter at the home office of Occi- 
dental Life in Los Angeles, He will 
have charge of underwriting activities 
iu that department, under A. D. An- 
derson, superintendent of accident and 
health activities. 

Mr. Van Horn has been with the 
Continental Casualty at its home office 
in Chicago since 1920 and for the past 
seven years has been in charge of its 
commercial underwriting. 


C.L.U. 


Williams Chicago Speaker 

Officers and directors of the Chicago 
C.L.U. chapter and its educational com- 
mittee conferred Monday with John P. 
Williams, director educational advisory 
department American College. J. D. 
Moynahan, Metropolitan, past president 
American Society of C.L.U., noted that 
only a short time remains to register 
for the C.L.U. examinations and _ re- 
ported three pamphlets had been sent 
to all prospective C.L.U.’s. Registration 
is only 70% of that in 1942. It was 
estimated about 50 Chicago life agents 
will take the examinations in June. 

Mr. Williams spoke of the changing 
thinking of life agents and pointed out 
three major trends: Men are thinking 
in terms larger than before—conceiving 
the world as a whole; they are wonder- 
ing what their relationship should be to 
the whole institution of life insurance— 
indicating they are thinking; and life 
agents want to do a more particular 
job as insurance men. He estimated 
property values at 360 billions but said 
human life values, which previously were 
estimated at one trillion 280 billions, 
perhaps should be valued at 2% to 
three trillion. Insurance men have not 
yet covered the increased life values. Life 
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insurance has not yet attained the pro- 
fessional status to which the business 
is entitled, he said. Constructive thought 
on what life insurance is doing today 
from the men in the field 


must come 
and be passed along to citizens by 
agents. Life insurance enters into soci- 


ology, banking, investment, finance, eco- 
nomics, etc., and laymen should be aware 
of the part which it is taking. 


Doubleheader for Pittsburgh C.L.U. 

M. Jay Ream, general agent of Mutual 
Benefit Life, discussed “New Sales 
Opportunities Under Salary and Wage 
Stabilization,’ and Erroll Ripley, North- 
western Mutual Life, spoke on “The 
Fundamentals of Business Life Insur- 
ance,” at the meeting Wednesday of the 
Pittsburgh C. L. U. 


IN U. S. WAR SERVICE 


Powell Smith, chief of the legal staff 
of Occidental Life of California, has 
gone to Quonset Point, R. [., for train- 
ing as a navy lieutenant (j.g.). 

Lt. (j.g.) J. Russell Townsend, Jr., 
U.S.N.R., has been appointed as assist- 
ant in teaching navy insurance officers 
billeted in Washington. He assists Lt. 
Com, C. A. Zoller, Jr., officer in charge 
of the insurance school and a former of- 
ficial of the U. S. Veterans Administra- 
tion. In civilian life, Lt. Townsend was 
associated with his father in the J. R. 
Townsend agency of Equitable Life of 
Iowa in Indianapolis. He was a grad- 
wate of the Wharton School of Com- 
merce where he specialized in life insur- 
ance and subsequently he taught insur- 
ance at Butler University. He has been 
active for many years in C.L.U.affairs. 

Helen Westerdale, former secretary 
to F. J. Little of Northwestern Mutual 
in Detroit, who joined the WAAC 
when the corps was first organized, has 
received her third promotion. She is 
now a first officer (captain), stationed 
at Daytona Beach, Fla. 

George S. Harris, manager salary sav- 
ings department of General American 
Life, has entered the army and Julius 
Taake, claims department, and O. J. 
Mudd, tabulating department, are other 
General American Life home office men 
who recently reported for duty with 
the army. 

Robert J. Walker, editor of the home 
office publication of Mutual Benefit Life 
and a member of its agency department, 
has been called into service. 

Gordon E. Wheeler, manager of the 
Manchester, N. H., office of Fidelity 
Mutual Life, has been commissioned a 
lieutenant (j.g.) in the navy. 

Lieut. Robert M. Tedlock, formerly 











with General American Life, now a 
bomber pilot in North Africa, was 
awarded the oak leaf cluster for the 


air medal he already has for partici- 
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pating in 10 operations over enemy-con- 
trolled territory. 

Martin J. Mullen, director of publicity, 
General American Life, and prominent 
in the affairs of the Life Advertisers 
Association, has been commissioned as a 
captain in the U. S. Marines and is ex- 
pected to report for training at Camp 
Lejeune, New River, N. C., within the 
next several days. A farewell party was 
given Tuesday by W. W. Head, presi- 
dent of General American. The gather- 
ing was attended by some 40 company 








officials and department executives. 
Capt. Mullen was presented with a 
watch and a seagoing grip. 
Report on Beveridge Plan 

At a meeting of the life insurance 


committee of the Los Angeles chamber 
of commerce, a comprehensive report, 
prepared by W. K. Murphy, general 
agent of Northwestern Mutual Life, 
dealing with the Beveridge plan and 
social security activities, was read. It 
was referred back to the sub-committee 
for further study and later report. 





Move Department Seattle Office 

The Washington department’s Seat- 
tle office will be moved about May 15 
to 604 American building. The move 
is made necessary by the navy’s re- 
quisitioning its present quarters in the 
Exchange building. 


San Francisco Round Table 

The 1943 San Francisco Quarter Mil- 
lion Round Table has 55 members, in- 
cluding one woman and five in the 
armed services. The group produced a 
total volume of $17,864,302 in 1942 for 
premiums of $608,149 on 4,425 policies. 


Welcome Blevens to San Francisco 

SAN FRANCISCO—About 300 life 
insurance men, company executives, 
business leaders, bankers, officials and 
brokers joined in welcoming Bury] Blev- 
ens, newly appointed manager of the 
San Francisco branch office of Occi- 
dental Life, to his new post, under the 


Hedges “Pans” Own 
Company Officials at 
Agency Parleys 


One of the features of the series 
of regional agency conferences which 
Equitable of Iowa has just completed 
across the country was the appearance 
at the dinner at each meeting of Herbert 
A. Hedges, general agent of the com- 
pany at Kansas City and vice-president 
of the National Association of Life 
Underwriters. This was an “impromptu” 
talk which Mr. Hedges made after being 
introduced as one of the distinguished 
guests, and appeared to be over the pro- 
test of Agency Vice-President Ray E. 
Fuller as the latter completed his recog- 
nition of outstanding agents and his dis- 
tribution of conservation checks. 

Mr. Hedges started off his little talk 
with a rather apologetic explanation of 
why he, a general agent of the company, 
was traveling the circuit with a bunch 
of high powered home office officials. 
Explaining that he was the only man 
in the group who was a “working 
model,” Mr. Hedges proceeded to dis- 
sect the characters of his traveling com- 
panions: E. E. Cooper, assistant agency 
vice-president; P. C. Irwin, actuary; R. 
C. McCankie, underwriting vice-presi- 
dent; Mr. Fuller, and President F. W. 
Hubbell. None of them was _ spared. 
He caricatured personal characteristics 
and social proclivities of the officials, 
mimicked their traits, and generally 
scoffed and scorned. As he came to the 
president, he paused and asked if he 
should go on. There was a spontaneous 
shout to continue. His audience enjoyed 
the whole performance hugely. It was a 
tribute to President Hubbell that al- 
though the audience loudly applaudcd 
Mr. Hedges’ irreverent treatment, the 
audience then arose and directed their 
applause toward Mr. Hubbell himself. 
The officials enjoyed it as much as the 
audience. 


Sell Over Million in Day 


Insurance men and women of New 
Orleans in a one-day drive for the sec- 
ond war loan sold $1,100,000 in bonds. 
They started the ball rolling by sub- 








general supervision of V. H. Jenkins, 
vice-president, as host for the company. 
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Tennessee Sales 
for 1942 Reported 


Tennessee ordinary life paid business 
totaled $105,438,823 in 1942, according 
to insurance department’s compilation. 
Industrial totaled $164,828,034 and group 
$89,402,339. Paid business by companies 
is shown below, (O) indicating ordinary, 
(I) industrial and (G) group. 
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Need for Nimble Footwork 
by Insurers to Meet 
Social Security Challege 


John H. Magee, treasurer of the in- 
surance agency of J. F. Singleton Com- 
pany of Bangor, state director of the 
Maine Federal Housing Administration, 
former insurance professor of the Uni- 
versity of Maine, and author of several 
insurance texts, is the author of a stim- 
ulating article, “The Future of the 
Commercial Insurance Business,” that 
appears in the spring number ‘of the 
“Harvard Business Review.” He sur- 
veys the entire insurance scene—life, fire 
and casualty and marine, discusses the 
question of balance as between private 
insurance and social insurance, suggests 
changes in procedure and in attitude 
that the insurance business should make 
in order to take advantage of the great 
postwar opportunities. He makes the 
observation that at the same time that 
the insurance business is becoming un- 
easy because of the competitive threats 
in expanded social insurance it may be 
inviting the country to turn to the gov- 
ernment for its insurance needs by fail- 
ing to provide a private insurance mar- 
ket. In that he was referring mainly to 
the property and liability field 

Mr. Magee declared that if the social 
security program encroaches upon a 
field where private enterprise is now 
getting business and yet at the same 
time it is felt that the need for insur- 
ance in the entire group can never be 
satisfactorily met by voluntary commit- 
ments on the part of individuals in the 
group concerned, then that branch of 
the insurance business is faced with the 
problem of readjustment. Nimble foot- 
work in-effecting adjustments seems to 
be the answer. 

It is possible that those accident and 
health companies which are now voicing 
opposition to extension of the social se- 
curity program may in fact find them- 
selves benefited if the need for such 
protection is impressed upon the entire 
population and only the barest mini- 
mum provided by the act. 

He mentioned a great growth in the 
group and pension field that followed 
enactment of social security originally. 
Private insurance combined with social 
security can now be so arranged that 
the retirement income from the two 
sources will be more in line with the 
employes’ needs than if reliance were 
upon social security alone. 





Small Town Bond Record 


A letter from Herman Windall, a rep- 
resentative of North American Life & 
Casualty at Iron River, Wis., to H. . 
Skoglund, president of that company, i 
being featured in the war bond cam- 
paign in the 9th Federal Reserve dis- 
trict, for which O. J. Arnold, president 
of Northwestern National Life, is 
the insurance liaison officer. Mr. Arnold 
was so impressed with this letter that he 
sent a facsimile of it along with his 
letter of thanks to nearly 1,000 life in- 
surance men who worked in the cam- 
paign. 

“Thank you,” Mr. Windall wrote, “for 
calling my attention to the second war 
loan drive. I went to the chairman of 
the committee and offered my services. 
He was very doubtful we could raise our 
quota as most salaried men from Iron 
River are working in the shipyards at 
Superior or the TNT plant at Parksdale 
and their war bonds are held out of the 
paychecks. I will have to tell you what 
little Herman did. I went out yester- 
day and sold $5,125 and the quota was 
$4,400, so we are one of the first small 
towns to go over the top.” 
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Over 1000 pages of useful facts and 
figures not in pocket size reference 
books are contained in the “Unique Man- 
sy Digest.” $5 from National Under- 
writer. 


Mutual Life, N. Y., Has Paid 
$600,000 on War Deaths 


Mutual Life of New York has paid 
$600,000 in war death losses since Pearl 
Harbor. This figure is less than 1% of 
total benefit payments made by the 
company since that date. There were 
10 Mutual Life policyholders killed in 
action Dec. 7, 1941. The company’s first 
loss in North Africa occurred two days 
after that continent was invaded Nov. 
8, 1942. Mutual Life also tentatively 
has set aside another $283,000 for pay- 
ment to beneficiaries of policyholders 
now listed as “missing in action.” 


There’s Always a Market 


R. E. Myer, Mutual Life manager, in 
addressing the New York City Life Un- 
!derwriters’ Association, said there’s al- 
ways a market for life insurance in good 
times and bad and in periods of change. 
Not matter what excuses the public or 
the pessimistic agent could think up 
during the changing years, life insur- 
ance continued to forge ahead. 

Following his talk, Mr. Myer held a 
sales clinic on sources of prospects dur- 
ing wartime which later was summar- 
ized by John Silver of Equitable So- 
ciety. 


W. T. Grant Talks to Employes 


The Business Men’s Assurance home 
office staff attended the annual dinner 
of the employes’ organization, the Know 
Each Other club. President W. T. 
Grant addressed the employes and 
pointed out that young people starting 
their careers now when jobs are so plen- 
tiful are really working under a handi- 
cap because of that very condition, since 
there is a danger that they may not 
appreciate the opportunities afforded by 
their present jobs, and so fail to make 
the most of them. He reported that 4% 
fewer employes are handling 21% more 
business as compared to a year ago. The 
adoption of the 44-hour work week on 
Dec. 1 has enabled the company to make 
a number of employes available for 
defense work. Miss Violet Maupin 
assumed the presidency of the K. E. O. 
Club for the ensuing year. 


Motley Speaks in N. Y. May 13 


NEW YORK—“‘Red” Motley, vice- 
president of Crowell-Collier Publishing 
Company, will speak May 13 before the 
New York City Life Underwriters As- 
sociation. The report of the nominat- 
ing committee will be announced. 


Signs Mass Non-Medical Bill 


BOSTON—The governor has signed 
a bill which will allow domestic life 
companies to write non-medical policies 
in this state up to a $5,000 limit or more 
if there has been any examination 
within 12 months. The bill carries an 
emergency preamble and goes into ef- 
fect at once. 


Columbus Managers Meeting 


COLUMBUS, O.—Judd Benson, 
manager at Cincinnati for Union Cen- 
tral Life, addressed the Columbus Life 
Managers & General Agents Associa- 
tion Wednesday on “Morale Is a Mat- 
ter of Positive Action.” 


Williams Cites Fundamentals 


Ben Williams, director of training for 
Mutual Life, New York, advised mem- 
bers of the Detroit Life Underwriters’ 
Association at a luncheon meeting, to 
look for business where business is to- 
day; stick to fundomentals in prospect- 
ing; plan what to say and how to say 
it; remember that the case is opened 
through an appeal to reason but closed 
through an appeal to the heart. 


McLain St. Louis Speaker 

James A McLain, president Guardian 
Life, will speak on “What’s Ahead” 
at the May 6 meeting of the St. Louis 
General Agents & Managers Associa- 
tion. 


J. D. Smith Named Travelers 
Manager in New Orleans 


J. D. Smith, assistant manager of 
Travelers in St. Louis, will be trans- 
ferred June 1 to New Orleans as man- 
ager for Louisiana and southern Mis- 
sissippi. F. W. Sinclair, who has been 
general agent of Travelers in New Or- 
leans for many years, continues in that 
capacity. 


Discuss Beneficiaries, Taxes 


With Tom N. Moody Amicable Life, 
as chairman, the San Antonio Man- 
agers Club held a round table discus- 
sion of problems related to beneficiaries 
and elimination of a policy from tax de- 
mands on an estate. It was brought 
out that the Texas law does not per- 
mit the buyer of a policy to designate 
his divorced wife as the beneficiary. 
However, a divorcee may be made the 
beneficiary of a policy which is given 
as a part of a property settlement at 
the time the divorce is granted. 

In regard to those who may receive 
amounts provided under national serv- 
ice life insurance, the law specifies 
those to whom payments may be made 
and unless one of those listed in the 
law and rulings is a survivor, no 
amount is paid at the death of the man 
in service. 


Advanced Underwriting School 


Representatives from three states, 
Kansas, Oklahoma and Texas, attended 
an advanced underwriting school at the 
home office of Farmers & Bankers Life, 
under the direction of Herbert Lindsley, 
director of education. 


Texas Leaders Rally June 10 


Seventy-three have qualified for the 
Texas Leaders Round Table during 
1942, according to Loren D. Stark, Con- 
necticut Mutual, Houston, the chairman. 
Seventeen companies, 18 life underwrit- 
ers associations and 23 cities are repre- 
sented in the roster. The annual meet- 
ing of the round table will be held at 
Fort Worth, June 10-11 at the time of 
the convention of the Texas Associa- 
tion of Life Underwriters. A. R. Jaqua, 
associate editor of the “Diamond Life 
Bulletins,” will lead the round table dis- 
cussion. 


Bond Drive Big Success 

CHATTANOOGA — With Cecil 
Woods, president of Interstate Life & 
Accident, as chairman of the Hamilton 
county and Chattanooga finance com- 
mittees, more than $10,000,000 war 
bonds have been sold, against a quota 
of $8,000,000. Most active among local 
organizations assisting in the drive was 
the Chattanooga Association of Life 
Underwriters. 


Midland Mutual Veterans 


Three members of the field force of 
the Midland Mutual Life have com- 
pleted 25 years with the company. They 
are Innocenzo Vagnozzi of the Stillson- 
Youngstown agency; William A. Strain, 
Struthers, and General Agent Jesse M. 
Lust of Tiffin. P. R. Marshall, general 
agent at Lima, will complete 25 years 
with the company Nov. 19. 


Tomlinson St. Louis Speaker 


ST. LOUIS—A practical approach 
to the problem of using life insurance 
to replace existing property values was 
given by T. Tomlinson, assistant 
superintendent of agencies of Bankers 
Life of Des Moines, in his address on 
“Getting Set for Sales” before the 
members of the St. Louis Life Under- 
writers Association of St. Louis. 

Every successful agent, he said, is 
organized in _ his thinking, discards 
negative thoughts and is highly organ- 
ized in carrying on his daily activity. 
He is organized in what he will say 
and do when face to face with a pros- 
pect. 
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Calls Loyalty to Company Essential 
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which the government raised its sights 
as to the economic value of any human 
being to $20,000 by making special 
arrangements for holding $10,000 of pri- 
vate insurance in force while at the 
same time purchasing an additional $10,- 
000 of government life insurance. When 
the government said that men should be 
able to have their life insurance pre- 
miums paid while they were gone and 
have two years after they returned i 
which to pay back the premiums, that 
was another special recognition of the 
value of life insurance. 

As long as people keep before men in 
the government evidence of the value of 
life insurance, there will be no fear 
about the place of life insurance in 
American economic life, he declared. 

Whatever steps the government may 
take, Mr. Rutherford believes will be 
steps which will go no further than to 
set a minimum standard of financial well 


being. Since the American people have 
never been satisfied with minimum re- 
quirements, he was confident that life 
insurance would have more than an 
ample market left. 
Bridges Explains Bill 

Senator Styles Bridges of New 


Hampshire explained his measure to ex- 
empt a substantial amount paid in life 
insurance premiums from income tax 
levies. In the course of his remarks, he 
startled his audience by stating that 
when the $40,000 life insurance estate 
tax exemption was being fought in 
Congress about two years ago, he and 
Senator Taft of Ohio were the only 
senators to make an open fight against 
loss of the exemption, and that while 
the fight was being made, no life com- 
pany officials appeared to combat the 
attempt to cut off the exemption which 
was finally modified in the present tax 
bill. 

Ellen M. Putnam, 
Rochester, gave some practical point- 
ers on prospecting. Vice - president 
Samuel Milligan, Metropolitan Life, re- 
viewed manpower problems. 

The congress was called to order by 


National Life, 


President Winslow S. Cobb, Jr. E. 
Wesley Enman, Prudential superinten- 
dent, and Mack Warren, manager 


Phoenix Mutual, presided at the two 


sessions. 
Pays Tribute to Business 


No other industry has a better record 
of direct contribution to the war effort 
than life insurance, H. T. Cahill, lieu- 
tenant-governor of Massachusetts, de- 
clared in commending the aid rendered 
in the salary savings bond sales and in 
the current war loan campaign, as well 
as the assistance given by insurance ac- 
tuaries and other experts in organizing 
the U. S. Service Life Insurance pro- 
gram. 

Life insurance is one of the keystones 
of the system of free enterprise and “it 
exists because democratic dollars are 
freely invested by free men and women 
in a free industry able to survive and 
thrive under a free government,” Mr. 
Cahill pointed out. To meet the agita- 
tion of those opposed to private compa- 
nies who would have a government 
agency take over the business, Mr. Ca- 
hill suggested six safeguards: 


Six Safeguards Suggested 


“1. You should always keep in mind 
the threat of some governmental agency 
taking over your business. 

“2. You should continue to give your 
usual good service. 

“3. You should make extra efforts to 


let the people know they are getting 
good service. 
“4. Extra care should be taken to 


fully acquaint applicants with the terms 

of their policy even including careful 

explanation of all the fine, small print 

on policies. 
sin 


5. Applicants 
more insurance 


sold 
the 


be 
have 


should not 


than 


they 





means to conveniently carry—cancelled 
or dropped policies always leave their 
scars. 

“6. Insurance 
from millions of our 
sacredly guarded and thoughtfully 
vested, 

“The people generally have _ confi- 
dence in life insurance companies. This 
confidence has been built up by careful 
planning and administration. If that 
confidence is maintained people will not 
look for a change. There is only one 
change that can be made i 
the present system of free enterprise to 
governmental bureaucracy and if I 
know you and the American people, 
then, neither of you are going to allow 
this to happen.” 


Prospecting Tips Given 


Although prospecting is a time old 
problem and the solution is well known, 
life agents still tend to neglect this es- 
sential phase of the business which is 
responsible for at least 75% of one’s 
success in business, Manuel Camps, Jr., 
New York City general agent John Han- 
cock Mutual, pointed out. There are 
few agents who devote the equivalent of 
one day a week to prospecting, although 
one-day represents only 1624% of the 
week. 

Stranger or native, there is no excuse 
for an agent not to have enough names 
on which to call. A native in the com- 
munity knows all the centers of influ- 
ence or his general agent does while the 
stranger can write to his friends back 
home and secure a surprising number 
of letters of introduction. 


High Class Visiting 


Prospecting boils down to a “matter 
of high-class visiting, alert visiting,” 
Mr. Camps said. “Lunch with centers 
of influence who can tell you things 
about various companies, rather than 
lunching with your own agents every 
day. You can’t sell them anything.” 

In lunching or talking with a center of 
influence it is advisable to ask him 
about persons he might know and so 
get some information rather than de- 
pend upon him to suggest the names in 
the first place. 

Direct mail is a definite part of pros- 
pecting, Mr. Camps emphasized, stress- 


premiums collected 
people must be 
in- 





ing the necessity of having a regular 
system with about 25 letters going 


out each month which are followed up 
personally. 


Some High Points 
in 1942 Operations 
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elling off in the decline of interest rates. 


Additional government purchases are 
foreseen for 1943. 
Mortgage loans now comprise 18% 


of assets compared with 37% ten years 
ago. Not many new mortgages are 
being offered as there are restrictions 
on materials for building and little ex- 
pansion of retail outlets. Almost $41,- 
000,000 was received in principal pay- 
ments on mortgages last year. Pay- 
offs were substantial in both the city 
and the farm field with a decrease of 
$250 in the average farm loan last year. 
Real estate acquired through foreclos- 


sure was 2.2% of assets compared to 
the high of 3.4% in 1939. Only four 
city properties and 19 farms were ac- 


quired during 1942. Sales of acquired 
property are made only on a basis of 
a substantial down payment so that the 
property will stay sold. Farm. sales 
are in a highly satisfactory volume and 
present farm product prices are at- 
tracting land buyers to the market. 
Total number of farms owned are now 
less than % of the high point and less 
than 20% of the total farms acquired 
in the last 10 years. 

The assets increased $85,000,000 dur- 





Metropolitan Life Names 
New Managers in South 


J. F. Marshall, manager of one of 
Metropolitan Life’s two district offices 
at Birmingham, Ala., for seven years, 
has been appointed manager at Ashe- 
ville, N. C. He is succeeded at Bir- 
mingham by W. W. McAden, -formerly 
manager at Petersburg, Va. W. F. Bar- 
ron, whom Mr. Marshall repiaces at 
Asheville, becomes manager at Peters- 
burg. 

Mr. Marshall became an agent of 
Metropolitan in 1905 in Kansas City, 
Kans., was made assistant manager in 
Kansas City, Mo., in 1910 and manager 
in 1918, later serving in that capacity 
at Havre De Grace, Md., Spartanburg 
and Birmingham. Mr. McAden joined 
Metropolitan in 1922 at Roanoke, sub- 
sequently becoming assistant manager 
there. He later became assistant gen- 
eral manager for the southern territory 
and was appointed manager at Lynch- 
burg in 1928, then going to his recent 
post at Petersburg. 

Mr. Barron’s service began at Bir- 
mingham in 1908. About a year later 
he became an assistant manager there 
and then was transferred to Atlanta. He 
was appointed manager in 1921, heading 
districts in Meridian, Miss., New Or- 
leans, Washington, D. C., Birmingham 
and Asheville. 


Sun Life of Canada 
Wins Ky. Tax Issue 


The court of appeals of Kentucky 
has held that the Commonwealth of 
Kentucky has no right to tax, as prop- 
erty within the state, a $1,500,000 de- 
posit held in that state by Sun Life of 
Canada between 1929-1937, inclusive, to 
guarantee payment of its Kentucky 
policies. 

The question at issue was as to the 
situs of such property for state taxa- 
tion purposes. The company’s conten- 
tion that the deposit was not properly 
taxable as property within the state 
was upheld by the court of appeals. 


ing 1942. The net yield on investments 


was 3.7%, the same as in 1940 and 
1941. Payment of back interest as- 
sisted in this record. 

The mortality figure was within .2 


of 1% of the 1941 figure and was highly 
satisfactory. The voluntary  termina- 
tions during 1941 were 2.68% of the in- 
surance in force at the end of the year, 
which was the lowest rate since the 
first World War. The 1942 record was 
2.2%, the lowest in the 85 years of its 
history. The first three months of 1943 
were at least equally satisfactory. No 
increase in surrenders or policy loans 
was found at the time of the March 
15th income tax payment. 


Employes Fewer by 100 


In an effort to cooperate with greater 
use of manpower and in light of some 
reduced field and investment activity, 
the company now has 100 fewer em- 
ployes at the home office than a year 


ago. It has 31 employes per $100,000,- 
000 insurance in force. The North- 
western Mutual’s taxes represented 
2.6% of gross premium income. Of 


this amount, $1,300,000 was the federal 
tax. The total expenses chargeable to 
insurance and annuity transactions 
amounted to 11.7% as compared with 
11.3% in 1941 of the gross premiums 


received. The increase in taxes is .8%. 
so controlled expenses were kept in 
line. 


Substantial additions were made to a 
special reserve for mortgage loans, sur- 
plus, and annuity reserves. 

In summarizing his statements, 
Fitzgerald said that the company 
valued its assets conservately and 
stated its liability generously. There 
will always be problems ahead for the 
management of insurance companies 
but the experience in the past encour- 
ages one in the belief that such prob- 
lems can be met successfully. 


Mr. 
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Old National U.S.A. Head 
Injured in Motor Accident 








A. M. JOHNSON 


A. M. Johnson of Hollywood, Cal., 
who was president of the National Life, 
U.S.A., of Chicago, until it collapsed, 
was seriously injured in an automobile 
accident near Panamint Springs, Cal., 
when his machine skidded off a desert 
road. Mrs. Johnson was killed. She 
was 72 years of age and was thrown 
from the car, which rolled on her. Mr. 
Johnson was taken to his Hollywood 
home. The accident occurred near the 
rim of Death Valley while the Johnsons 
were driving to Los Angeles. Mr. John- 
son owns the famous Death Valley 
ranch and the castle on it has become a 
great curiosity for tourists, Mrs. John- 
son serving as guide through its quar- 
ters. 

Mr. Johnson has been in print for a 
number of years as the silent partner of 
“Death Valley Scotty” and is said to 
have financed him in desert enterprises. 
While in Chicago he was the chief 
backer of Rev. Paul Rader, well known 
preacher, and also the famous evangel- 
ist, Billy Sunday. 

Mr. Johnson’s home in Chicago was 
at 6355 Sheridan Road at the right angle 
turn on Devon avenue. He bought the 
house west of him, which was occupied 
by Rev. Mr. Rader. Both houses were 
taken over by creditors after the Na- 
tional Life, U.S.A. crash. The John- 
sons lived in Hollywood during the sea- 
son of extreme heat. 


Mileage Ceiling Is Elevated 


Insurance people who use their cars 
in business apparently stand to benefit 
from the provisions for lifting the ceil- 
ing on mileage which may be allowed 
for in-course-of-work driving outside 
the eastern shortage area from 470 
miles a month to 720 miles. 

War price and rationing boards will 
be instructed to issue “C” books and 
stickers to applicants who are allowed 
rations exceeding 470 miles a month. 

Persons who can qualify for increased 
rations under the new provisions should 
not go to boards immediately for their 
new rations, but should use the rations 
which they now hold, as long as possi- 
ble, the OPA states. This will avoid 
confusion which would arise from hav- 
ing a large number of applications flow 
into the boards at once. 


Fail to Kill Bonus Bill 


BOSTON—The Massachusetts house 
by a vote of 106 to 26 refused to kill 
a bill which would permit insurance 
companies to pay bonuses to agents for 
conserving policies, the bonus to replace 
the commissions now received for re- 
writing lapsed policies. The argument 
was advanced by opponents that it 
would result in a pay cut to agents and 
it was brought out that the commissioner 
of insurance had stated the bill should 
not be enacted. 
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Design for Victory 


Field representatives of the Equitable Life of lowa are weaving a Design 
for Victory which is typically American 
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WARTIME WORKING CAPITAL 


LOANS 
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Our plan permits the following, if you wish: 

A percentage of the renewals to revert to you for current 
expenses. 

Maturities to General Agents five years; to sub-agents four 
years. We cannot accelerate the maturity. 

We advance approximately three times your ‘42 renewal 
income. 


Rates—$30 per $1000 per year on loans ten thousand and 
upward; $35 per $1000 on amounts five to ten thousand and 
$40 per $1000 up to five. thousand. 

An outside appraisal of the value from a collateral view- 
point of your renewal estate by qualified statisticians—at 
no cost to you. 

You are under no obligation in obtaining from us a firm 
loan commitment. 
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MINNEAPOLIS, MINN. 
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Boys Become Men 


“That man never dies who leaves a worthy 


”9 


son. 


When an ancient philosopher voiced this 
thought he threw out a challenge-to every 
father. 


What is worthy in a son? 


It is basically good breeding, of course, but 
it is even more than that. It includes the 
ability to take one’s place in a chosen busi- 
ness or profession and meet competition 
squarely. To do this proper training is 
mandatory. 

Fathers can be certain of good face with 
their boys by assuring their education 
through life insurance designed for that pur- 
pose. 


Tell fathers about this. 
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To Meet Today's Conditions — You Must Have UP-TO-DATE Facts! 


Many Changes — Millions of New Prospects! 





War and related problems have caused widespread changes 
in all of the many subjects covered by the Little Gem. Further- 
more, there is now a tremendous “new market” of people who 
are “protection conscious”—but at the same time know little of 
life insurance. With the new Little Gem you can get them to 
place a higher value on life insurance and also back up your 
statements with the conviction and power of impartial authority. 


Partial Table of Contents 


Settlement Option Incomes in detail—for both Current 
Contracts and for Old Contracts. Over 300 indexed 
tables, covering nearly all business in force today. 


Cash Values, including at “retirement ages’—55, 60 
and 65. Covers over 1000 ordinary contracts. Also the 
Incomes Payable from these values. 


Special Programming Section of some 60 pages—one- Makes You More Effective — Thereby Saving Time! 
third more than any other. 
The New Little Gem will help you to emphasize the strong 


Annuities—Immediate and Retirement. _ aah ¢ 
points of your proposition—often enabling you to close on the 





Juvenile Insurance—Rates, Values, etc. 
Industrial Contracts, Rates and Values. 


Rates of Interest Earned — also Rates Payable on 
Proceeds. 


“Direct-Reading” SOCIAL SECURITY benefits — the 
answer, without computation. 


Policy Provisions and “Practice” (for over 160 com- 
panies). 


Premium Rates at All Ages (for over 2700 contracts). 
Retirement Contracts, Costs, Values, etc. 
Disability and Double Indemnity and Term. 


“Net Cost — Net Payment” Illustrations with detailed 
summaries. 


The details on numerous “Special” Contracts. 


WAR CLAUSES — special treatment, up-to-date at 
time of delivery. 


Financial and Business Reports — 20 items for over 
225 companies — for 4 years. 


Kept UP-TO-DATE — Supplemented weekly by “The 
National Underwriter” and monthly by the “Insurance 
Salesman.” 


spot. It takes accurate, immediate answers to convince today’s 
prospects. Use the New Little Gem to save your time and theirs 
—for time is your money. 


The SURE Strategy — Use It! 


The safest, sanest, surest selling strategy in the world is to 
know one’s business so well that you can give definite informa- 
tion with the assurance and enthusiasm that go with thorough 
familiarity—then nothing can surprise, confuse, or shake you. 
With the Little Gem you have the information you need. Order 











Take Advantage of the "Little Gem's" 
BROADER Coverage. Order Yours Now! 


yours today! 


Mail this Coupon for Yours NOW! 


Quantity Prices 


Single Copy $2.50 

3 to 5 Cop. 2.25 ea. 
6 to 99 Cop. 2.00 ea. 
100 Copies 1.85 ea. 
250 or More 1.75 ea. 


*Note* 


All prices are based 
on the quantity or- 
dered at one time. 
Single copies (but 
only singles) may be 
ordered on approval. 
Larger orders are 
NOT RETURNABLE 


for credit. 
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Mail to The National Underwriter Company 
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